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HIPMENTS of Jordan cars during the 


month of May just closed were greater 
than for any May in the history of the 
company—nearly double May of last year 
—nearly triple May nineteen twenty-live. 


June will undoubtedly see another pro- 
duction record established. 


The factory is still thirty days behind in filling 
orders—and Jordan dealers are making money. 


It is very evident that the public wants a 
small size, high quality, good-looking, com- 
fortable car that will out-perform the big 
fellows—and come to the resale market 
with a real value. 


That’s the new Little Custom Jordan. 





JORDAN MOTOR CAR COMPANY, Inc., CLEVELAND, OHIO 
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. Are you Buying Tires 
= this Summer 7? 


That’s a mighty important question right now— 
important to car owners—and to tire dealers. ... 
One look at the cars on the street shows how most 
people keep changing—trying¢ to find a better tire. 
.. - But dealers find that fewer people change 
from Indias than from any other kind. ... The 
reason? .. . India exclusive features give greater 
tire satisfaction. . . . Inappearance—in traction— 
in mileage there are no better tires made than 

= Indias. . . . Loyal India users—tho they cannot see 
> the changes—find India tires constantly improved. 
The present India Balloon, for instance, is giving 
thirty per cent more mileage—by actual test—than 
when it was first designed. . . . At that time India 
tires were made a little better than others—and 
they still retain that lead. . . . In fact, that’s the 
policy on which the business is founded. ... India 
Balloons and India Heavy Service tires with India 
True-Blue [HEAT-PROOF] inner tubes are settling 
the tire question for thousands of car, bus and 


‘Branches truck owners. . . . They have also settled it defi- 
NEW YORK MINNEAPOLIS nitely for many leading tire dealers of wide 
PHILADELPHIA KANSAS.CITY experience. 
ATLANTA SAN FRANCISCO 
DALLAS LOS ANGELES 

AKRON 
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Reline Brakes — 
This Vastly Better Way 


By punching and counter-sinking 
under pressure, instead of drill- 
ing, the Weaver Brake Service 
Machine delivers a quicker, bet- 
ter job of brake relining—and 
the new rivets, sunk in clean 
holes, are true and tight. 






























The turret, rotated by hand, car- 
ries punches and dies for punch- 
ing out old rivets, punching and 
counter-sinking (in one opera- 
tion) holes in new lining for 
various sizes of rivets, and clinch- 
ing rivets. 


Disc clutches and Ford trans- 
__ mission bands are relined, too, 
witli the same equipment. 


Foot-operated—so you have both 
hands free for the job. No electric 
power needed—and mighty little 
foot power. 


Ask your Jobber’s Salesman or 
write us for further facts 


WEAVER MANUFACTURING 
COMPANY 
Springfield, Illinois, U.S. A. 


WEAVER CANADIAN COMPANY, Led. 
Chatham, Ontario, Canada 
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BRAKE BAND COMPRESSED, CLEAN 
RSs eters COUNTERSUNK HOLE. 
BRAKE EASY TO INSERT RIVET 
LINING 





= 





; THIS FLANGE COUNTERS INK CAUSES PERFECT RESULTS 
POINTED PREVENTS RIVET SET TO SEAT SQUARE IMPOSSIBLE FOR HEAD 
PUNCH LINING FROM ON RIVET HEAD AND IN OF RIVET TO PLASH 
ALIGNS HOLE BULGING. LINE WITH BEADING TOOL. 
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BRAKE SERVICE MACHINE 
Model “H” 
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‘The Success of the Stutz 
Challenger Models 


y 
F. E. Moskovics 


President 





STUTZ MOTOR CAR COMPANY 
OF AMERICA, Inc., Indianapolis 













URING the past two months, the Stutz Challenger Models 
have created, perhaps, the longest set of American records 
of any automobile of the same kind. Certainly, the greatest 
number ever established by a new model. For instance: 


The highest mileage ever made in 24 hours by a strictly stock sedan. 
The fastest time ever made for 1000 miles by a strictly stock sedan. 


The fastest time ever made for 50 miles by a stock roadster, (strictly 


standard except for removal of fenders, running-boards, and wind- 
shield glass). 


Proud as we are of these records, I am prouder of the fact 
that I can name men in towns from ten to sixty thousand 
population who are making money selling this car. One man 
who started with a capital of less than $7,000, in a town of 
30,000 has sold fifteen cars during the two months he has 
had the franchise, and sold them well, because he has brains 
and energy. 


Given this, the Stutz has the scenery and the background for 
you to go in business. If you are energetic, ambitious and 
can command a small amount of capital, write me and I 
will tell you how to make money. 
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ARE YOU 
INTERESTED IN 


ACCESSORY PROFITS? 


Then Sell LORENZ 


TUKAWAY and BIG CHIEF 


TRUNKS 


(Completely equipped with racks, with or 


without bumperets) 


Write us for complete list of 
Trunk Equipment for all cars— 
THE BIGGEST PROFIT 
MAKING ACCESSORY ON 
THE MARKET TODAY. 


Lorenz Trunk Works, Inc. 
Automotive Division 





211-213 First Ave., North 


Minneapolis 


Minnesota 









































You Make Money 
With a Hardie 


OQ QUESTION about it—any- 

body, any where can makemoney 
washing automobiles. This is the big- 
gest new profit opportunity before 
the automotive service man today. 
No other equal investment will pay 
you the dividends day-in-and-day-out 
that you can earn with a power car 
washer. 


But it must be a dependable washer 
with ample capacity, and a long life 
of trouble-free performance built into 
it. Undersized, under-powered, cheap- 
ly built washers will not do. When 
you buy a car washer examine the 
specifications. Know how many gal- 
lons of liquid the washer will dis- 
charge per minute and at what pres- 
sure. Use the Hardie as the standard 
of comparison. A two-gun Hardie 
will give you twelve gallons per min- 
ute at 300 pounds pressure. It is 
absolutely self-oiling yet there are no 
enclosed, inaccessible parts. It rep- 
resents years of experience in build- 
ing such machinery. It will enable 
you to get every dollar of the big, 
new profits in car washing. Find out 
all about the Hardie. We will gladly 
send you all the facts. 

For Sale by Leading Jobbers Everywhere 
THE HARDIE MFG. COMPANY 

Main Office and Factory, Hudson, Mich. 


Western Factory, PORTLAND, OREGON 
Canadian Factory, PETROLIA, ONTARIO 


Branches: 222 N. Los Angeles St., Los Angeles, Calif. 
1780 Broadway, New York 


Export Department, 120 Madison Avenue, Detroit 


HARDIE 
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DEPENDABLE CAR WASHER 
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The Result of 14 Studebaker Years 
in Beaumont, lexas 
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service building in the 
main illustration is Mr. 
Leicht’s present Stude- 
baker headquarters. 
Studebaker sales have 
built profitable business 
institutions such as this 
all over the country. 
Today, more than 
ever before, the Stude- 
baker-Erskine franchise 











Walter J. Leicht’s “Showroom” in 1913 


HEN Walter J. Leicht started 

to sell Studebakers in Beaumont 

back in 1913, his ‘‘salesroom,”’ 

shown in inset, was a very modest 

one. Soon the streets of this thriving 

Texas town began to show a sprink- 

ling of Studebakers—then a regular 
deluge. 

The large, well-planned sales and 


STUDE 





is consistently profitable, 
backed bya line of qual- 
ity cars ranging from $945 to $2495. 

If Studebaker is inadequately repre- 
sented in your locality, or not repre- 
sented at all, write us at once regarding 
the sales rights for your territory. 
Your inquiry will be held in strict 
confidence. Address Dept. 51, The 
Studebaker Corporation of America, 


South Bend, Ind. 


BAKER 








Present Home of Walter J. Leicht Auto Co. 








FOREMAN’S DESK 


Encourages good cost 
system records. Sturdily 
made of steel. Olive green 


baked enamel finish. 
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TOOL BOX 


Strongest, most practical 

and desirable tool box 

made. Heavy binges. Strong 
attachrient for lock. 
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IT TAKES 


ood Work Done 
utckly to Satisfy 


THE AVERAGE 
MOTORIST 





Occasionally a motor car 
owner willingly waits for 
the man who is ‘‘good but 
slow.’ Perhaps enough 
wait to keep him busy. 
But think of the added 
profit that would come if 
he was good—and fast. 


Fast work is largely a 
matter of having tools 
conveniently at hand. It may take 
longer to find a mislaid drill than 
it will be used when found. 


Building up a profitable service 
business is primarily a matter of 
such system in the shop that more 
work can be done with less effort. 
Lyon men have devoted years to 
the development of systems and 
equipment for the automotive 
industry. 


LYON METALLIC MANUFACTURING COMPANY, 


LYON 


STEEL STORAGE EQUIPMENT 
for Automotive Shop Use 














TOOL STAND 


Useful in every shop for 
tools and parts. Swivel 
casters. 
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Will last indefinitely. Heavy one-piece top. 
Smooth rounded edges. Punched for drawers 
and vice blocks. Lengths 3, 6 and 9 feet. 


Cw 
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Has 100 compartments. Labels for each open- 
ing. Six steel boxes for small parts. A place 
for every die, tap, drill and reamer—and all 
in plain view. Takes only 3’ x 1' floor space. 


Lyon Steel Equipment for auto- 
motive shop use provides for the 
safe and orderly storage and for 
the convenient, time-saving use 
of tools and parts in garages, re- 
pair shops and service 
stations. 


Notice the practicability 
of the equipment shown 
on this page. Not a prod- 
uct but the shop man can 








BENCH DRAWERS 


Fastens to wooden bench. Pro- 
tects tools against damage and 
petty theft. Lock and two keys 

furnished. 





see how it would 
simplify and 
speed his work. 


The tool box will carry all tools 
necessary for minor adjustments. 
The tool crib keeps all tools in 
order and condition. The tool 
stand can be wheeled right to 
the job. Every article means less 
time for good work. 


Lyon Bulletin No. 548 iscrammed 
with just such time and labor 
savers. It gives the prices 
on this profit-bringing 
equipment. 


It ought to be valuable 
to you. It is free. Send 
for it. 


AURORA, ILLINOIS 


UNIVERSAL UNIT 


This unit No. 616, one of 16 
Universal Units, bas 102 
drawers for small parts and 
machine tools. Contents of each 
drawer can be plainly marked. 
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“My mechanic and I overhauled my Duesenberg after 


reassembling, every one of the 46 New Departure Ball 
Bearings were put back into the car. From past track 
experience, I consider this a remarkable demonstration 
of the stamina of New Departures.” 











All parts were in perfect condition and on 
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—George Souders. 


ND the crankshaft turned 
over five million times at 


an average speed of /000 
R. P. M.! 


These astounding figures com- 
puted by George Souders, winner 
of and record breaker in the 
Indianapolis Race, visualize the 
tremendous speed and gruelling 
service that New Departure Ball 
Bearings withstood in the super- 
charger and other parts of his 
Duesenberg mount.* 


Souders’ Duesenberg had 46 
New Departures, while the 28 


25 Million Revolutions at 35 Thousand R.P.M.! 


other New Departure-equipped 
entries had from 46 to 72 of these 
peerless friction eliminators. This 
overwhelming preference of 
drivers and builders is based on 
the knowledge that New Depar- 
ture is the only type of bearing 
that could have withstood the 
terrific shocks and speeds of this 
ordeal. 


Is it any wonder that New 
Departure Ball Bearings are not 
only the most used bearings in 
automobiles, but are steadily in- 
creasing their lead over other 
makes and types. 


THE NEW DEPARTURE MANUFACTURING COMPANY 


Detroit 





BRISTOL, CONNECTICUT 


Chicago 


*These figures cover both practice period and race proper 


New Departure 
Quality 




























Ball Bearings 
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Timkens in the Differential 


A partial list of passenger 
car users includes, Auburn, 
Cadillac, Chandler, Chrysler, 
Diana, Dodge, Erskine, 
Essex, Franklin, Gardner, 
Hudson, Hupmobile, Jordan, 
LaSalle, Lincoln, Moon, 
Overland, Paige, Peerless, 
Pierce -Arrow 80, Reo, Stearns- 
Knight, Studebaker, Stutz, 
Velie, Willys-Knight. 


il 
1 : 
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Who uses Timken Bearings testi- 
fies to their reputation. Where 
Timken Tapered Roller Bearings 
are used testifies to the capacity 
that makes Timken reputation. 
Differential service imposes heavy 
thrust and shock loads. Timken 
tapered construction, POSITIVELY 
ALIGNED ROLLS, and electric steel 
withstand more load from any 
direction. As aresult, Timkens 
in differentials overcome fric- 
tion, and insure permanent align- 
ment, silence and endurance. 
THE TIMKEN ROLLER BEARING CO. 
C A N T O =e O H I O 
TIMKEN 
Tapered 

ROLLER BEARINGS 
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Car Production 


Still Falling Off 


Schedules of Large Factories 
Indicate Volume Will Be 
Further Curtailed 


SALES BELOW PAR 


NEW YORK, June 22— Seasonally 
unsettled conditions are affecting auto- 
motive production and sales. The trend 
in output is still downward, and the 
moderate curtailment shown in June 
will be followed by further slackening 
in July, according to schedules being 
laid out by several important producers. 

While buying in the agricultural dis- 
tricts has not been up to par this 
year, the recently rising level of com- 
modities, if sustained on the new crops, 
is confidentially expected to bring 
about greatly improved conditions, and 
these may come in time to add con- 
siderably to the year’s sales, in the 
opinion of automotive observers. 

High pressure selling campaigns have 
served to maintain sales for some com- 
panies despite the seasonal reluctance 
of buyers. Although the sales peak was 
passed several weeks ago, the situation 
from the viewpoint of the factories is 
not changed fundamentally—some com- 
panies are able to keep up a satisfac- 
tory volume and others are not. There 
is no such thing, in production or sales, 
as an average for the industry that 
means anything to a particular pro- 
ducer. 

So far this year there has been no 
new development in general or sectional 
business to affect seriously the market 
for motor vehicles. The Mississippi 
floods naturally almost entirely put an 
end to sales in the areas affected, but 
the region was never an important 
market. In the period of reconstruc- 
tion a good demand for heavy duty 
trucks is expected. 











Believe Indian Co. 


Will Make Light Car 
SPRINGFIELD, MASS, June 23—A 
small two-cylinder car being tested in 
the vicinity of the Indian Motorcycle 
Company’s plant has given rise to 
rumors that the company contemplates 
entering the light car field. 

The vehicle is powered with what ap- 
pears to be a motorcycle engine and is 
clutch operated. Officials of the com- 
pany refuse to discuss the matter in 
the absence of L. E. Baeur, general 
manager of the corporation. 











Studebaker Offers 
| Two Light Trucks 


SOUTH BEND, IND., June 
22—Two styles of %4-ton de- 
livery cars have just been put 
on the market by the Stude- 
baker Corp. of America, both 
of which will be described in | 
detail in the June 30 issue of 
Motor Age. 

These are supplied in the 
express and also the panel type 
bodies, both models selling at 
$1,195, f.o.b. factory. 














GM Dealer Sales 
Show Big Gain 


NEW YORK, June 21—Retail sales 
by General Motor dealers in May were 
171,364 cars, an increase of 29,719 over 
May, 1926, but a decrease from the 
180,106 total set up in April. Sales 
by car divisions to dealers in May 
totaled 173,182, which’ compares with 
120,979 in May last year, and with 
169,067 in April this year. 

An analysis of the company’s retail 
sales for the past two months shows 
that an increase of more than 20 per 
cent has been made. June sales, thus 
far, have shown an upward trend. 





Habitual Hitch Hiker 
Halts in Hoose-Gow 


SALT LAKE CITY, June 23 
—A month in jail was the pen- 
alty imposed on a man calling 
himself R. E. Palmer, charged 
with obtaining free transpor- 
tation to different cities by 
falsely representing himself 
as a prospective automobile 
purchaser. 


Palmer’s method, new to 
local dealers, was to ask for 
a demonstration of a car. Af- 
ter a short ride he would tell 
the salesman that he would 
take the car but must first be 
driven to a neighboring city 
| or town to obtain the money 
from a friend. He invariably 
| failed to locate the “friend,” 
who will be 30 days older be- 
fore Palmer can start looking 
for him again. 














Nash to Announce 
New Line of Cars 


Three Six-Cylinder Series Will 
Feature Improved Design 
and Performance 


TO BE READY JUNE 29 

KENOSHA, WIS., June 22—Nash 
Motor Car Co. announced today that, 
on Wednesday, June 29, it will intro- 
duce three entirely new series of cars 
featuring changes and improvements 
that will make them the most striking 
ever produced by Nash. 

Since the company has always been 
famous for the attractive appearance 
of its cars, the announcement has 
aroused wide interest. 

It is understood that in all three 
series which will include the special six. 
the advanced six, and the standard six, 
a number of improved mechanical re- 
finements will be presented to increase 
performance, ability and ease of oper- 
ation. 

This fact, together with the increas- 
ed beauty which is predicted, will un- 
doubtedly emphasize more than ever 
the place of leadership which Nash has 
gained in three price fields, extending 
from less than $900 to slightly more 
than $1,900. 


Graham Visits Spokane 

SPOKANE, WASH., June 21—Robert 
C. Graham of Graham Brothers, De- 
troit, new owners of the Paige-Detroit 
Motor Car Company, and one of the out- 
standing figures in the automobile in- 
dustry was the guest of dealers of this 
city and the Inland Empire at a lunch- 
eon in the Davenport Hotel. 








G. M. C. Trucks to Tour Texas 

DALLAS, TEXAS, June 22—The Dal- 
las representatives of the General Mo- 
tors Truck Co. will make a five weeks’ 
tour of Texas in a fleet of new six cyl- 
inder trucks, it is announced by J. A. 
Daniels, branch manager, who will 
have charge of the tour. The new 
trucks will visit all cities and sections 
of Texas with a view of demonstrating 
the speed of the new machines. The 
new trucks will be demonstrated at all 
points where agencies are established. 





Wright K. C. Reo Sales Manager 

KANSAS CITY, June 23—Harry B. 
Wright, for six years connected with 
the Nash organization in Kansas City, 
has been made passenger car sales 
manager of the Reo factory branch 
here. 
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GM Proceeds With 
Truck Plant Plans 


Newest General Motors Unit 
to Be Built at Pontiac Will 
Employ 500 Men 


DETROIT, June 23—General Motors 
Corp. is going ahead with its original 
plans to erect an immense factory at 
Pontiac to house the activities of the 
Yellow Truck & Coach Mfg. Co., ac- 
cording to Paul W. Seiler, president 
of that company, who states that work 
will be started immediately on a fac- 
tory designed to employ 5000 men. Ap- 
proximately 1,250,000 sq. ft. of floor 
space will be included in the factory 
which will be used to manufacture the 
complete line of General Motors 1 to 
15-ton trucks. Yellow taxicabs, Yellow 
motor coaches, and the engines, bodies 
and other necessary parts. 

The plant is scheduled to be com- 
pleted by Jan. 1, and will cost several 
million dollars, the exact amount not 
being revealed. It will be situated on 
a 156-acre site which the corporation 
purchased for the purpose some months 
ago. 

Organized in Chicago in 1910, the 
Yellow Truck & Cab Mfg. Co. came 
under the control of General Motors, 
Inc., in 1925, when they were con- 
solidated with the General Motors 
Truck Division. Incorporated within 
the company, whose capitalization is re- 
ported as approximately $50,000,000, 
are the Yellow Coach Mfg., making 
buses; the Yellow Sleeve Valve Engine 
Works, at East Moline, Ill.; General 
Motors Truck Corp., and the Yellow 
Mfg. Acceptance Corp., a financing com- 
pany for the taxicab company and sub- 
sidiaries. 








H. P. Wilson Acquires 
Washington Transit Co. 


WASHINGTON, June 21—Owner- 
ship of the Washington Rapid Transit 
Co., local city motor bus line, has been 
transferred by the North American Co. 
to Harley P. Wilson, a member of its 
board of directors. The Public Utilities 
commission is holding hearings on an 
application to charge a straight 10 cent 
fare. 





Found Lima Auto Service 


LIMA, OHIO, June 21—The Lima 
Auto Service Co., of Lima, has been 
chartered with a capital of $10,000 to 
sell new and used cars, parts and ac- 
cessories and operate a service station. 
Incorporators are Harry B. Longs- 
worth, Clarence W. Lee, K. C. Graham, 
Irene Bradbury and Mary C. Fontaine. 





Star-Flint Distributor Moves 
BOSTON, June 21—The Wills, Car- 
son, Bennett Company, distributor for 
the Star and Flint cars has movéd 
from 790 to 843 Commonwealth Avenue. 








Opens Hock Shop 


for Automobiles 


HARTFORD, CONN., June 
22—A local automotive acces- 
sory house has gone into the 
uncle business and advertises 
that it will loan money on cars. 
Although the idea was put to 
work only a few days ago, it 
is evident from the responses 
to the first advertisement that 
many owners want ready cash 
and will put up their cars to 
get it. 


The firm has been successful 
in the automotive supply bus- 
iness, but according to present 
indications will do even more 
business in the new depart- 
ment. 




















Stutz Sales Show 
Appreciable Gain 


INDIANAPOLIS, June 20—Retail 
sales of Stutz Motor Car Co. of 
America, Inc., in the first quarter of 
1927 were 72 per cent larger than in 
the same period last year. This rate 
of increase of the first quarter is con- 
tinuing, according to E. S. Gorrell, 
vice-president, who shows shipments in 
the first 10 days of June as 40 per cent 
larger than for the same period in 1926 
with dealer orders 65 per cent larger. 


Absorbs Year’s Total 


First Five Months 


HARTFORD, CONN., June 21—Rus- 
sell P. Tabor, Inc., distributor of Reo 
and Wolverine, in the first five months 
of the year has absorbed its full year’s 
allotment of cars and has exceeded in 
that time the record of 1926 by nine 
cars. 

The Meriden branch of the company 
notwithstanding that factories in that 
city have been operated but three days 
a week, has shown good profit on the 
business done. 


Will Make a Million 


DETROIT, June 21—Chevrolet’s pro- 
duction schedule for June is 112,965 
ears. This will bring production for 
the first half up to 607,918 cars, and 
present indications are that Chevrolet’s 
output for the year will exceed one 
million units. 











Consolidated Extends Territory 


COLUMBUS, OHIO, June 22—The 
territory controlled by the Consolidated 
Sales Co., 327 E. Broad St., central Ohio 
distributor for the Lincoln, has been in- 
creased to 27 counties in central and 
southern Ohio. Former Lincoln deal- 
ers in the acquired territory will con- 
tinue to give service in their communi- 
ties. ; 
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Better Service Is 


Aim of New Club 


Adopt Standard Price 
Chart Based on Factory 
Repair Schedules 


To 


SHREVEPORT, LA., June 22— 
“Service to the front,” is. the watch- 
word of the recently organized Better 
Service Club of Shreveport service 
managers and shop foremen, and at a 
recent closed meeting of the club, held 
in the offices of the Interstate Electric 
Co., there was passed a resolution to 
further every effort in promoting a 
standard repair price chart for every 
reputable garage and service station 
in the Shreveport territory, the repair 
charges to conform with the factory 
schedule on the different cars. 

The open meetings for the club are 
monthly and follow the closed or execu- 
tive meetings. All car dealer and dis- 
tributor service managers and shop 
foremen are eligible for membership in 
the club, and they may bring their 
entire shop force to the open meetings, 
which are in the nature of clinics, some 
particular piece of shop equipment or 
process being explained by factory 
representatives invited for the occasion. 

One result of interest engendered 
in better shop work so far has been 
large purchases of shop equipment by 
the Shreveport garages and_ service 
shops, according to §S. C. Wimbish, 
manager of the automotive department 
of the Interstate Electric Co. 

The officers of the Shreveport Better 
Service Club are: President, Jeff 
Hamett, service manager of W. K. 
Henderson-Smith Co., distributor of 
Cadillac and LaSalle; vice-president, 
Coke Wiley, of Wiley’s Garage, and 
secretary, Paul Harrison, service man- 
ager of Commercial Motor Co., Stude- 
baker distributor. 





General Motors Truck 
Factory on Full Time 


DETROIT, June 21—Reports indi- 
cate that the General Motors truck 
plant at Pontiac is now operating at 
capacity. The company reports strong 
demands for its products from the West 
and just 10 hours after a recent train- 
load of commercial vehicles had been 
shipped West, an order was received 
for a second trainload to be sent to 
California. 

P. L. Emerson, vice-president in 
charge of sales, is now on the West 
coast studying sales conditions. 





Adds Dealer and Salesmen 


KANSAS CITY, MO., June 23—The 
Auburn factory branch here has given 
a dealership contract in Lindsborg, 
Kan., to the Brower Motor Company. 
The retail department of the branch 
has added three new salesmen to its 
force, 
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Take a slant at the newest thing in radiator caps, the creation of a Kansas City 


man. 


The three monkeys are of aluminum and they will be recognized as the 


Optimistic simians who for years have admonished us to be blind, deaf and 
dumb where evil is concerned. Beneath the figures are the words “Stop, Look 


and Listen.” 


The young woman is not a part of the design. 


She’s merely 


atmosphere 





Production Total 
Shows Slight Drop 


WASHINGTON, June 22—Automo- 
tive production in the United States 
during May totaled 396,441 passenger 
cars and trucks, ccmpared with 417,211 
cars and trucks produced in May of 
last year, according to figures announc- 
ed this week by the U. S. Census 
Bureau. Production for the first five 
months of this year, which includes re- 
vised figures, for the first four months, 
totaled 1,713,912 units, compared with 
1,925,505 units the first five months of 
last year. 


Opens Newark Station 

NEWARK, June 21—Glidden-Buick 
Corp., New York, has opened a local 
service station in Newark, with en- 
trances on Elizabeth, Wright and 
Brunswick Sts. It covers 20,000: sq. ft. 








Organize Dan Chevrolet Co. 

LAFAYETTE, LA., June 21—The 
Dan Chevrolet Co., Inc., has been or- 
ganized to handle the Chevrolet line in 
this district, it is announced by Daniel 
J. Oliver, head of the company. Other 
incorporators are Martin J. Voorhies 
and Milton A. Voorhies, of Martinsville, 
La. 





Purchases New Building 


ALTOONA, PA., June 22—Hess 
Bros., Miller tire dealer, has purchased 
the two-story frame business block at 
806 Chestnut Avenue and will move to 
that location from its present store at 
1204 Ninth Street. 





85 Dealers for Dunlap Motor Co. 


AMES, IOWA, June 18—Harry Dun- 
lap, president of the Dunlap Motor Co. 





announces the addition of 10 counties to 
the Star distribution agency held by 
the company, which now distributes 
Star cars in 24 counties of northeast 
and central Iowa. The new territory 
makes Ames the largest distribution 
center for Star cars in the state. 

Zac Dunlap, brother of the owner, 
who was field sales development spe- 
cialist for the Durant Motor, Inc., since 
Dec. 1 has conducted dealers’ meetings 
and sales demonstrations through the 
east, will become actively identified 
with the management of the agency. 





Maryland Motorists 
Must Pay Auto Tax 


BALTIMORE, MD., June 20—Own- 
ers of motor vehicles throughout Mary- 
land will be unable to obtain licenses 
for such vehicles for next year unless 
the taxes on the cars are paid up to 
date. This law has been effective in 
this city since 1924 and the last session 
of the General Assembly amended it to 
become applicable to all the counties 
as well. County authorities, however, 
will be required to furnish separate 
tax bills for the motor vehicles, en- 
abling the owners to pay this charge 
separately, permitting other taxes to 
stand unpaid for a longer period. 





Legion Sponsors Race Meet 
SPOKANE, WASH, June 21—An ex- 


cellent card of automobile’ racing 
events will be held at the Interstate 
Fair Grounds, Saturday, June 25. The 


meet, which will be under the auspices 
of the Spokane Post of the American 
Legion, will embrace six main events. 

Many well-known dirt track drivers 
will compete. 





Plans Cooperative 
Chain of Garages 


Newly Formed Corporation 
Will Offer Bonded Service 
to Automobile Owner 





CHICAGO, June 20—United Bonded 
Garages, Inc., a Delaware corporation 
capitalized at $300,000, has opened 
offices at 310 South Michigan Boule- 
vard, and has started a campaign to 
enroll approved garages throughout the 
United States in a co-operative chain 
for the promotion of profitable busi- 
ness. 

Garages which become members of 
the chain must agree to give the 
customer who buys repair work from 
them a uniform receipt which serves as 
a guarantee of the work done. The 
member garage is bonded by a selected 
casualty company to make good any 
defective work originating in its shop, 
either by doing the work over or paying 
another member garage for correcting 
the fault. Under the terms of the 
bond, as explained by J. W. Coates, 
manager of the Chicago office, any 
member garage failing to make good 
on its guarantee is subject to forfeit- 
ure of its franchise, whereupon the 
corporation will refund to the customer 
the amount of the bill involved and 
collect the amount from the indemnify- 
ing casualty company. 

An extensive national advertising 
campaign is being planned to direct 
motorists to garages displaying the 
sign that will identify them as mem- 
bers of the chain. 

Garages joining the chain will be 
required to pay $29.50 with application 
covering 60 days’ service and $12.50 
a month thereafter. The complete 
service will include merchandising and 
accounting helps in addition to litera- 
ture, road signs, garage sign, and the 
benefits of the national advertising 
campaign. 

The corporation was organized by 
a group of business men of Portland, 
Ore., headed by Edward J. Jaeger, 
who is president. H. J. Cress, is vice 
president, and the _ secretary and 
treasurer is Fred A. Schlick. The 
directors are all Portland business men. 

Within two weeks of starting opera- 
tions the company states that it has 
about 200 applications for franchises 
from garages in 12 states. 





Green Is Sales Manager 


WAUKECHA, WIS., June 21—Paul 
C. Green has been appointed sales man- 
ager of The Contact Corp., resigning 
from the Hub City Iron Works to take 
over the new position. 





James Has Chevrolet Agency 


GREER, S. C., June 21—Harold 
James, formerly part owner and man- 
ager of W. M. Thompson, Inc., local 
Ford dealer, has taken over the agency 
for Chevrolet cars in this territory. 
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Senate Says No 
Gas Tax for IIl. 


Measure Favored by Governor 
and Approved by House 
Meets With Defeat 


CHICAGO, June 22—tThe Illinois 
gasoline tax bill which was backed by 
the state administration was defeated 
by one vote in the senate yesterday 
after it had been passed by the house. 
The vote was 25 for and 22 against, 
but it required 26 votes for passage. 
Several senators did not vote. 

The defeat of the bill is considered 
a great victory for the organized auto- 
motive trade and motorists of Illinois. 
The Illinois Automotive Trade Asso- 
ciation, the Chicago Automobile Trade 
Association, and the Chicago Motor 
Club have conducted a vigorous cam- 
paign against the measure and even 
after the bill had passed the house and 
was slated by the administration for 
immediate passage in the senate, these 
organizations did not give up. As a 
result of their activities, petitions and 
protests poured into the legislature by 
mail and wire in such volume that for 
the first time in many years the ad- 
ministration was defeated in a major 
fight. 





———_ 


Will Distribute Dodge 


in 20 Ohio Counties 


COLUMBUS, June 21—H. L. Har- 
bison, Inc., is the name of a new cor- 
poration, chartered with a capital of 
500 shares, no par value to distribute 


Dodge cars in about 20 counties in 
central Ohio. 
Temporary loaction for the sales 


room and service station is at Main 
and Front Streets. A permanent loca- 
tion has not yet been obtained for the 
salesroom. 





Predicts 25 Per Cent 


Dealer Gain for Reo 


DETROIT, June 20—According to 
Clarence E. Triphagen, general sales 
manager of the Reo Motor Car Co., 
Reo’s dealer organization will be ex- 
panded 25 per cent during the next 
eight months. 

Reo’s entry into the lower price field 
with the Wolverine as a companion of 
the Flying Cloud is opening up much 
new territory for the company, says 
Mr. Triphagen, who reports the keen 
demand for Flying Clouds and Wolver- 
ines as continuing. 





Sears, Roebuck Store for Boston 


BOSTON, June 22—Sears, Roebuck 
& Company has taken the building at 
790 Commonwealth Avenue, just vacat- 
ed by Star and Flint, and will open a 
retail store for automotive accessories, 
tires and camping equipment. F.<«C. 
Crans has been appointed manager. 
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Jest—A Bit Cynical ; 











By S. G. SWIFT 


Aft this juncture I suppose it’s up to me to write something about aviation, 

and so, resisting the temptation to gain undying fame by being the only 
scribe in America to keep off the subject, I’ll just say that I can’t see any 
great future for flying. My reason for this, a bit fantastic perhaps, is that 
I don’t believe that anyone is going to be satisfied to ride mile after mile 
without ever once coming to a detour or catching sight of a billboard. 


* * *x * 


A SEWING machine salesman allowed us $15 for our old sewing machine 
4 as a trade-in on a new one. And when he left the house he took with 
him only the head of the machine. I asked him what he was going to do 
with it and he told me that he was “going to hit it a sock with a sledge 
hammer, because every second-hand machine spoils the sale of a new one.” 
I’ll believe the millennium has arrived when I see the car dealer’s grease-hounds 
standing on the trade-in and breaking up the engine. Not a bad idea if every- 
body would agree to it. 
x * x x 
a= owner, along about last February, wanting to protect the radia- 
tor of his car against freezing, inquired the price of an anti-freeze 

mixture. He found that it was more expensive than whiskey, so he used the 

latter. Thereafter, whenever he was driving along and felt cold he 

merely got out, turned the drain-cock on the radiator and had a hot Tom 

and Jerry.* But don’t get excited. It happened in Nordland. 


*Obsolete phrase; ask dad. 





* > * 


UR cars are the best. The service we give is away ahead of that of other 
dealers.” How long would we keep a salesman who voiced such super- 
lative generalities? And yet there are those among us who send forth adver- 
tisements that continually do this. The only man who can do business merely 
by blowing a horn is the fellow with a flivver full of flounders. And even he 
has to supplement his raucous blasts with an occasional explanatory shout as 
to the comparative freshness of his products. Noise never takes the place 


of logic. 

WY, ANY college men answered a recent advertisement for a man trained in 
1 research work. They were variously willing to work for $18 to $35. I 
know a steam shovel operator 23 years old who makes $100 a week—and he 
left school when he was 16. The interesting thought in this connection is that 
if you have boys coming up it might be wise to shorten the distance to pros- 
perity by taking them into the business and not worrying particularly as to 
whether or not they get cum laude. When college degrees were scarce, it paid 
to have one. Today, when they’re as common as iron crosses, the mere pos- 
session of one, while most desirable, is nothing over which to get unduly excited. 


* * * *x 


yes of you boys haven’t changed your letterhead since Abie’s: Irish 
Rose was a bud. I believe it’s a fact that some of the homeliest, most 
unattractive letterheads used today can be found in the automotive indus- 
try. In many instances, if you hold it a few feet from the eye, the letter- 
head of Nick’s Nifty Notion Store compares favorably with that of many 
a good live car dealer. Let’s have better letterheads by all means—and 
more of ‘em. 


*K * * * 


* * * * 


EDEN AGAN,” if that’s the way to spell it, is a phrase that the Greeks 

used when they wanted to caution one against over-doing a thing. Thus, 
if you wanted a rare steak you’d merely give the Greek word for steak and 
add the admonition, “Meden Agan,” which the tray-bearer would shout to the 
chef. And you’d get a rare steak—just the same as though you hadn’t asked 
for one. “Meden Agan” or don’t over-do it, would be a good slogan for these 
car dealers, fortunately few in number, to have in mind who now allow every- 
one with an initial $25.00 payment to purchase a used car on time. They 
can lose money enough in other ways. 





Completes Improvement Program 
DETROIT, June 22—Oakland Motor 


Much of the machinery was rebuilt and 
large quantities of new machinery was 


Car Company’s $2,000,000 improvement 
program to double Oakland Six pro- 
duction facilities has been completed. 
When all Pontiac machinery was re- 
moved to the new Pontiac division, 
several weeks ago, Oakland machinery 
was temporarily removed to allow the 
laying of new floors and concrete bases. 


purchased and installed. 

A motor conveyor assembly line of 
the type used in the Pontiac factory 
was constructed along with new block 
test facilities, overhead conveyor sys- 
tems and new lights installed. The 
changes involved the movement of 775 
machines. 


23, 192? 
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Explains Sale of 
Preferred Stock 


Sloan Shows That Necessity 
for Expansion Made 
Move Advisable 


NEW YORK, June 21—Although 
the General Motors Corp. believes in 
financing its expansion as far as possi- 
ble through the retention of earnings, 
this policy will not be allowed to inter- 
fere with the distribution to _ stock- 
holders of a reasonable proportion of 
profits, says Alfred P. Sloan, Jr., in a 
message to stockholders commenting 
on the recent sale of preferred stock 
for $30,000,000. 

In accordance with this principle 
Mr. Sloan points out that in the period 
from January 1, 1922, to December 31, 
1926, 54.49 per cent of the earnings of 
the corporation was paid out in divi- 
dends, a total of $261,722,503. The 
balance of the earnings, or $218,633,- 
894, has been paid back into the busi- 
ness for development purposes, and to 
provide for future contingencies. 

He says further, “the retention of 
profits by the corporation up to 1926 
was ample to meet the capital needs of 
the business. Due to the favorable re- 
ception that the products of the cor- 
poration received on account of the 
development of its activities in various 
directions, the expansion of its busi- 
ness during the year 1926 was very 
great. There naturally was required 
a large amount of additional capital. 
As a matter of fact, during the period 
beginning January 1, 1926, and end- 
ing March 31, 1927, the company ex- 
pended for additions and improvements 
in plans and for other permanent capi- 
tal investment, including subsidiary 
and allied properties, a _ total net 
amount of $119,130,123. Obviously, it 
will be recognized that the expansion 
in volume of the corporation’s sales 
has likewise necessitated important in- 
creases in working capital require- 
ments. 

“Notwithstanding the fact that we 
are dealing in large amounts, the cash 
position of the corporation was such 
that there was no question but this 
entire development could have been 
financed without the sale of additional 
securities.” 








From Biscuits to Buses 

SPOKANE, WASH., June 21—Fred 
Parker, for nine years saies manager 
of the Pacific Coast Biscuit Company of 
this city has resigned and accepted a 
position with the sales force of the 
John Doran Company, Hudson-Essex 
distributors for the Inland Empire. 





Hoover Co. Declares Dividend 
DETROIT, June 22—The Hoover 
Steel Ball Co. has declared a three per 
cent cash dividend payable July 1 to 
stock of record June 25. 
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t Aiea an sili Cou id + nowhere, 


| With hard boiled “Wolff 
| Yor he talked car 


Away above par, 


_ While (“" Wolff talked golf 


Chevrolet Away Ahead of 
Ford in May in New York 


Sales of new 
cars in the metropolitan district in May 
totaled 14,189, as compared with 14,798 
in April and with 16,217 in May, 1926. 
For the first five months, sales in the 
metropolitan district totaled 50,661 as 
compared with 56,437 in the same 
period of 1926. The figures are re- 
leased through Sherlock & Arnold. 

Chevrolet sales in May totaled 2479 
and for the first five months were 8040. 
Ford sales in May totaled 880 and for 
the five months were 3203. Whippet 
sales in May were 725 and for the five 
months were 2408. Essex sales totaled 
728 in May and 2587 for the five 
months. 








Reo Appoints Four Dealers 

LANSING, MICH., June 22—C. A. 
Triphagen, sales manager of the Reo 
Motor Car Co. announces the appoint- 
ment of the following dealers: Halsted 
& Eighteenth Reo Sales, 1714 S. Hal- 
sted St., Chicago; Martin-Reo Com- 
pany, 501 N. Dixie, Lake Worth, Fla.; 
E. B. Stone, Barre, Mass.; Wm. Lage, 
Gordon, Ohio. 





Brake-Test Drive for Spokane 

SPOKANE, WASH., June 18—A 
three-day brake-testing campaign, set 
for June 20, 21 and 22 has been arranged 
by the fire and accident prevention com- 
mittee of the Spokane Chamber of 
Commerce. 

The Washington Automotive Trade 
Association will furnish competent 
brake experts and will also act in an 
advisory capacity. 





Fire Causes $15,000 Damage 

ALTOONA, PA., June 21—Damage, 
estimated at $15,000, was done by fire 
of undetermined origin to Harris 
Brothers’ Service Station, Sixth Ave. 
and Seventh St. The firm is central 
Pennsylvania distributor for Miller 
tires. 


Loss is covered by insurance. 





| Utah Dealer Assn. 


Holds Convention 
Prominent Speakers Address 
First Meeting of New 
Auto Trade Group 





SALT LAKE CITY, UTAH, 


June 


21—“*We are passing through a change 


in the automobile industry, and while 
we cannot and do not want to band 
ourselves against the public, we should 
get together for our mutual education,” 
said Melvin R. Ballard, president of 
the lately organized Utah State Auto- 
mobile Dealers’ Association and gen- 
eral manager of the Covey-Ballard 
Motor Co. at the first convention of 
the association, recently held at the 
Hotel Utah. Mr. Ballard reminded his 
hearers that they were not making as 
much money as they ought to make 
and that, at least, part of the reason 
was that they were giving the public 
too much money for used cars. 

The principal speakers, all promi- 
nent in the automobile industry, were 
M. D. Graham, of the Automotive 
Equipment Association; C. A. Vane, 
general manager, and H. M. Fancher, 
consulting accountant of the National 
Automobile Dealers’ Association: 
George L. Willman, sales manager of 
Chicago, and Edward Payton of 
Cleveland, market analyst. Mr. Vane 
presided at the afternoon session and 
was also one of the speakers. 





Cohen Gets Star Franchise 
SAN FRANCISCO, CAL., June 22— 
Another Star dealer has been added to 
San Francisco’s list in the person of 
Louis Cohen, who has been appointed 
in the Mission district, according to 
announcement by Norman de Vaux, ac- 


tive head of the Star interests in the 


West. 





S. D. Trucks Tax-Free in Minn. 

PIERRE, S. D., June 22—Upon ap- 
plication to the Minnesota motor ve- 
hicle department and payment of a $1 
fee, South Dakota motor trucks may 
operate in Minnesota tax free, the 
legislature of the latter state having 
adopted a measure providing for the 
reciprocal agreement, which heretofore 
had not been extended to trucks. An 
official sticker will be issued for the 
windshield. The arrangement does not 
apply to trucks or buses operating for 
hire, either inter or intra-state. 





Taylor Gets Willys Franchise 

QUINCY, ILL., June 21—Ray Tay- 
lor, for seven years associated with the 
Willys-Overland, Inc. here, has organ- 
ized the Taylor Motor Company, with 
headquarters at 315 North Twelfth 
street, and will handle Oakland and 
Pontiac car distribution in Adams and 
Brown counties, Illinois, and Lewis 
county, Missouri. 
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I. Don’t Know—l’m a 


Stranger Around Here 


NYBODY may ask; anybody may interrogate; anyone may give their 


Py, pitta an interrogative turn,’ said Mr. Trumbull in George Eliot's 


“Middlemarch.” 


of our full accord with his views we offer the following, in which the inter- 
rogative turn is clearly revealed. Look for the answers nexk week. Each 
correct answer counts ten on your score card. 


1. Fill in the missing word in the slogan, “No other American 
car lasts as long as ....... _., hot one.” 

2. Name the successive presidents of General Motors Corpor- 
ation. 

3. If soft iron makes a good core for an ignition coil, why 
would it not be practical to use hardened steel? 

4. Which way is the third brush moved to increase the output 

of a generator? 

Of the more than 50,000 dealers handling passenger cars, 

what percentage handle one car only? 

6. What is the fastest official time ever made by an auto- 
mobile? 

7. When, where and by whom was this world’s automobile 
speed record made? | 

8. How does the automobile industry rank among United 
States manufacturers, based on the wholesale value of the 
product? 

9. How do motor vehicle bodies and parts rank on the fore- 
going basis? 


10. Approximately how many gallons of gasoline were used in 
motor vehicles during 1926? 


| 
. 


Answers to June 16 Questions * 


. The Cadillac was named after Sieur Antoine de la Mothe Cadillac, 


French explorer who founded Detroit. 
(c) The general 
or castor, as it is called, helps the car to hold a straight course and 


assists in straightening up the front wheels after rounding a corner. 


reported to have the greatest displacement of any American car 


A short circuit 
it was first driven in 1892. It had a 


in 1899, near Kokomo, Indiana, by the Haynes-Apperson Company, 
organized by Elwood G. Haynes, and the Apperson Brothers, Elmer 


2. Auburn uses the slogan, ‘‘Your Next Car.’’ 

3. (a) The letters ‘“‘N. A. C. C.”’ stand for National Automobile Chamber 
of Commerce. (b) The president is Roy D. Chapin. 
manager is Alfred Reeves. 

4. The king pins incline towards the back of the car, because this tilt, 

5. The McFarlan, Model TV, with 573 cubic inches piston displacement, is 
manufactured today. 

6. An open circuit between the generator and the battery will overload 
bulbs and may burn them out in most automobiles. 
does not overload a bulb. 

7. Charles E. Duryea is credited with having built the first self-propelled 
gasoline vehicle in America. 
speed of 7 miles an hour. 

8. The commercial manufacture of automobiles in America was begun 
and Edgar. 

9. According to the latest available figures, more than 50,000 dealers in 
the United States handle passenger cars. 

10. 


According to the latest available figures, more than 24,000 dealers in 
the United States handle commercial motor vehicles. 





* These answers are not guaranteed, but are secured from sources thought 


to be reliable. 


Mr. Trumbull spoke a mouthful, say we, and as evidence 




















Closes Kansas City Branch 

KANSAS CITY, June 22—Kelly- 
Springfield Truck Company has closed 
its branch office and the sale and serv- 
icing of the-trucks has been turned over 
to the Yates Auto Repair Shop. H. E. 
Michaels, who was manager of the 
branch and had been connected with 
this organization for 12 years, has been 
made office manager and assistant 


branch manager of the local Diamond 
T. truck branch. 





Foster Takes on Jordan 


ALTOONA, PA., June 21—J. W. 
Foster, for several years local repre- 
sentative for Rickenbacker, has been 
made Jordan dealer. He has adopted 
the firm name of J. W. Foster Motor 
Co. 


Motor Age 


Ford Slump Slows 
Cincinnati Sales 


Bad Weather Also Responsible 
for Drop in Automobile 
Registrations 





CINCINNATI, June 21—Hamilton 
County registrations for May bear out 
forecasts of leading dealers that sales, 
while highly satisfactory, would be 
somewhat below those of a correspond- 
ing period last year. 

New car registrations last month 
were 1896 against 2234 for May 1926, 
a decrease of 338. Used car sales, 
however, were close to the mark set 
last year, the total for last month be- 
ing 5382 against 5404. 

Two factors are held responsible for 
the new car decrease, the slump in 
Ford sales, due to rumors regarding 
his new car and unfavorable weather 
conditions. 

Several cars that have taken leader- 
ship this year in point of sales showed 
material increases last month. This is 
true notably in the cases of Chevrolet, 
Oldsmobile, Packard, Buick and Hup- 
mobile. 


oS 


Japanese Auto Show 


to be Held in Fall 


WASHINGTON, June 21—The first 
Japanese automobile show, held in 
Tokyo recently, was so successful that 
plans are being made for a second ex- 
hibition this fall, the U. S. Depart- 
ment of Commerce was informed this 
week. 

The first show included displays of 
the Nash, Fiat, Renault, Clyno, Rolls- 
Royce, Lincoln, Ford, Citroen, Chevro- 
let, Star, Otomo, Dodge, Moon, Diana, 
Paige, Packard, Wolseley, Hupmobile, 
Chrysler, Buick, Cadillac, Auburn and 
the White bus and truck chassis. 

The miscellaneous exhibits included 
Firestone, Goodyear and Dunlop tires; 
products of the Standard Oil and Ris- 
ing Sun companies; various American 
accessories and a special exhibition by 
the Japanese Army, including a tank, 
a caterpillar type passenger car made 
by Renault and Wolseley trucks and 
buses. 


Production Exceeds Shipments 


NEW YORK, June 22—Production 
of tires and tubes of all types exceeded 
shipments in April, resulting in in- 
crease in inventories over March. The 
inventory totals, however, were sub- 
stantially lower than at the close of 
April, 1926. 

Production of pneumatic casings of 
all types in April totaled 4,724,748 as 
against shipments of 4,276,464, bring- 
ing inventories to 9,091,787. This com- 
pares with 9,345,694 as of the same 
period last year. Production of tubes 
of all types totaled 5,529,936, with 
shipments totaling 4,769,385. 


June 23, 1927 


Jordan is Tickled 
by Slogan Contest 


“Glorious Challenge to An 
Eager Generation” Wins— 


Wise-Crackers Do Stuff 


CLEVELAND, June 23—The Little 
Custom Jordan, offered as a prize for 
a slogan to be used in connection with 
its promotion, has been awarded to 
R. L. MeGean of Cleveland, whose con- 
tribution was “A Glorious Challenge to 
an Eager Generation—the Little Cus- 
tom Jordan.” The contest for a slogan 
was held in connection with the recent 
Junior League-Hermit Club show here. 

Commenting upon the decision of the 
judges, Edward S. Jordan, president of 
the Jordan Motor Car Co., who offered 
the Jordan Tomboy as a prize, said: 
“T haven’t had so much fun since the 
first time I saw an elephant, and our 
telephone operator hasn’t had so much 
worry since her little brother swallowed 
the vanity case. 

“Particularly do I wish to thank 
those slogan writers who in their con- 
tributions made flattering reference to 
myself. For example, I strongly recom- 
mended for the judges’ consideration 
one particular slogan which read: ‘Now 
You Chase Me—Edward S. Jordan.’ 

“Another which several great minds 
conceived, apparently unconscious of 
other great minds working in the same 
channel, is this, ‘A Tomboy With a Six 
Appeal.’ 

“The blonde tombody with the titian 
hair who corralled the slogans as they 
arrived, seemed to favor another. It is 
this: ‘The Little Custom Jordan—a 
Young Man’s Fancy and an Old Man’s 
Delight.’ 

“But here is one that almost won 
the prize. ‘The Little Jordan Rides 
Like a Lincoln and Parks Like Its Poor 
Relation.’ 

“Numerically, of course, the slogan 
most favored by the largest number of 
contestants was: ‘Roll, Jordan, Roll.’ ” 








Greenwald Tire Relocates 

CINCINNATI, June 21—I. L. and 
Samuel Greenwald, brothers, opened 
their new store, I. L. Greenwald Tire 
Co., at the northeast corner of Canal 
and Race Sts., this week, having out- 
grown their old quarters at Ninth and 
Race. The company is distributor for 
the India Tire Co. William Hoke, who 
has been in the tire business for the 
past 12 years, will be general manager 
in charge of sales and advertising. 





Mack Opens Rochester Plant 


ROCHESTER, N. Y., June 21—The 
new home of Mack trucks, said to be 
one of the finest in the organization, 
was formally opened with a reception 
and housewarming. 

C. J. Auert, branch manager, headed 
a reception committee composed of M. 
J. Katzmark, C. E. Lopez, H. R. Jack- 








| Drinking Drivers 
| Lose Insurance 


BOSTON, June 22—By a 
recent decision of the Board of 
Appeals on the Compulsory In- 
surance Law in operation in 
Massachusetts it was decided 
| that when an insurance com- 

pany had evidence that any 
motor operator it was covering 
with a policy was given to 
| driving under the influence of 
liquor it could revoke the in- 
| surance. | 
| One company did this and | 
| the motorist appealed. It was 
| brought out in the hearing that 
insurance companies were mak- 
| Ing some investigations re- 
| garding drivers, and after per- 
' sons had been arrested for 
driving while under the influ- 
| ence of liquor some were able 
to have their cases placed on 
file. They were notified that 
| their insurance was dropped. 
| Now the matter has been set- 
| tled definitely by the State In- 
| surance Commissioner and his 
| Board of Appeals. 














son, T. W. Coley, T. J. Linke, Harold 
W. Tice, W. L. Smith and George F. 
Minkel. 

The building will house all sales and 
service activities in this territory. 


Seeks Repeal of 


Auto Excise Tax 


WASHINGTON, June 21—Repeal of 
the present three per cent automobile 
excise tax is included in a tax-relief 
program just completed by Representa- 
tive John N. Garner (D), of Texas, 
ranking minority member of the 
House Committee on Ways and Means. 

Senator Smoot (Rep.) of Utah, 
chairman of the Senate Committee on 
Finance, stated orally that Congress 
should reduce the tax on corporations 
but declared that the Treasury sur- 
plus does not warrant reduction as low 
as 10 per cent. 

Senator Walsh (D), of Massachu- 
setts, also came out in favor of reduc- 
tion of taxes, especially on smaller and 
less profitable businesses. He stated 
that he considered this type of legisla- 
tion second in importance only to flood 
relief legislation during the coming 
session. 








Browns Organize Company 

CINCINNATI, June 21—The Brown 
Bros. Motor Co., of 3209 Madison Rd., 
Cincinnati, has been incorporated with 
a capital of $25,000 to operate a sales 
agency, service station, deal in parts 
and accessories and to operate a public 
garage. Incorporators are Guy Brown, 
Hilda J. Brown, W. M. Brown, Custer 
L. Brown and Rose Brown. 
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Auto Rental Laws 
Acquire New Teeth 





‘Drive - Yourself’? Agencies 
Are Protected From Fraud 
By Newest Legislation 





BALTIMORE, MD., June 22—A law 
for the protection of the firm or in- 
dividual in the business of renting 
automobiles to persons who drive the 
cars themselves and also to protect 
those hiring such vehicles is now in 
effect in Maryland, having been passed 
by the last session of the General As- 
sembly. The new law makes the fol- 
lowing provisions: 

Making it unlawful to use any in- 
correct hubodometer or other device or 
knowingly deceive the person hiring the 
car as to the number of miles it has 
traveled. Penalty up to $500 fine or 
imprisonment up to six months or both. 

Prohibiting the renting of cars to 
persons under the influence of liquor or 
drugs. Penalty fine up to $100 or im- 
prisonment up to 30 days or both. 

Making it unlawful for any person 
hiring a car to tamper with, remove, 
or otherwise interfere with the hub- 
odometer or other device. Penalty fine 
up to $100 or imprisonment up to 30 
days or both. 

Making it unlawful to obtain the use 
of such motor vehicle by trickery, false 
impersonation, etc. Penalty fine up to 
$500 or imprisonment up to six months 
or both. 





Harris Joins Gaudy 


SEATTLE, June 22—Lew Harris has 
joined the O. M. Gaudy Co., Hudson- 
Essex dealer, Seattle, as director of 
used car sales. Harris, who was for- 
merly connected with the Nute Mo- 
tor Co., Hudson-Essex distributor, Se- 
attle, up to 18 months ago was mana- 
ger of one of the largest used car 
sales floors in the country. His only 
sales plan “keep the used car buyer 
satisfied”, has proven to him that it 
is the best selling plan he can conduct. 





“Whippets” Get Uniforms 


ALTOONA, PA., June 22—The 
Guyer-O’Neill Overland Company, dis- 
tributor of Willys-Knight, Overland and 
Whippet motor cars, has its own base- 
ball team and the club is known as the 
“Whippets.” The team players have 
been furnished with uniforms, the 
jerseys of which have the “Whippet” 
dog reproduced on front and the word 
“Whippet” in script on the _ back. 
Daniel Clare is manager of the team 
and Bob Wilson captain. 





North End Buys Building 
ROCHESTER, N. Y., June 21.—The 
North End Motor Co., Star dealer in 
Olean, has purchased a two-story brick 
building at 611 W. State St., which will 
be remodeled into an attractive home 
for the company. 
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Graham Brothers 
' Acquire Jewett 


Will Continue Production of 
Present Paige Models 
—Jewetts Retire 





DETROIT, June 22—The Paige- 
Detroit Motor Car Co. has officially 
passed to the control of the three Gra- 


ham _ brothers. The three Jewett 
brothers, whose holdings they pur- 
chased in the refinancing plan re- 


cently announced, have retired. 
The following officers have been 
elected by the newly created board of 


directors: President, Joseph B. Gra- 
ham; vice-president, Robert C. Gra- 
ham;  secretary-treasurer, Ray A. 


Graham; assistant secretary, Sherwin 
A. Hill, and assistant treasurer, O. W 


Birnie. The Directors are Joseph B. 
Graham, Robert C. Graham, Ray A. 
Graham, Z. F. Graham, John D. 


Biggers, E. D. Stair, Gilbert W. Lee, 
Sherwin A. Hill and W. A. Wheeler. 

Time allowed common stockholders 
to give necessary waivers has expired, 
and the plan recently approved at a 
stockholders meeting, was made effec- 
tive by the board of directors. The 
action sanctions the plan whereby 
the Grahams purchase approximately 
$4,000,000 of seven per cent converti- 
ble second preferred stock, thus pro- 
viding the company with substantial 
additional working capital. Stock of 
the three Jewetts, Harry M., Frederick 
L. and Edward H. was also acquired. 

In an official statement telling of 
their acquiring control, the Graham 
brothers declare that the policy will be 
to continue the production of the 
Paige six and eight-cylinder models in 
their various price fields. 


Holds Annual Dinner 

CLEVELAND, June 21—White 
Motor Company’s annual dinner for 
250 executives, department heads and 
employees was held this week at 
Chesterland Caves on Pres. Walter C. 
White’s farm. Indoor baseball games, 
foot races and a golf driving contest 
preceded the dinner which was served 
in a dance hall near the caves. 








Roy Dahl Tours Inland Empire 

SPOKANE, WASH., June 23—Roy 
E. Dahl, manager of the Spokane Nash 
Motor company left recently for a com- 
plete tour of the Inland Empire terri- 
tory served by the company. He has 
just completed a trip into the Palouse 
and Big Bend territory and states that 
conditions are excellent for the best 
grain crop in many years. 





Receiver for Cincinnati Dealer 
CINCINNATI, June 22—The Frank- 
lin Motor Car Cincinnati Company was 
placed in the hands of Wm. B. Dunk- 
man, president of the company, as re- 
ceiver, by Judge Stanley Struble* on 
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Motor Age 
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This old Chandler, 


the second one built, rolled off the production line away 


back in 1913, along about the time the whipsocket vogue came to an end. De- 
Spite its 14 years of existence it is still going strong and has already rolled up 
a mileage of more than half a million since the photograph shown above was 


taken. 


Chandler was among the first to adopt left-hand steering 





application of E. H. Hoffeld, a stock- 
holder. 

Hoffeld’s petition states that while 
the company is solvent it is unable to 
obtain necessary working capital and 
suits pending for collision damages and 
on contracts make receivership neces- 
sary to protect stockholders. 

J. Cliff Lueders is vice-president and 
general manager of the company. 





Nine Dealers Get Reo 


LANSING, June 22—Reo Motor Car 
Co. has augmented its dealer organiza- 
tion with the following: 

V. A. Simroll Son Co., Scranton, Pa.; 
Motor Chain Stores, Massillon, Ohio; 


R. M. Norton, Waterville, N. Y.; 
Charles L. Martel, Brooklyn, N. Y.; 
C. A. Omen, Princeton, Ill.; Hoefer 


Bros., Charter Oak, Iowa; A. H. Ahren- 
kiel, Vail, Iowa; Mercer Motor Sales, 
Detroit, Mich., and Morsemere Motor 
Service, Morsemere, N. J. 





Walter R. Green 


CHICAGO, May 27—In the death of 
Walter R. Green on May 12, the auto- 
motive industry lost one of its pioneer 
accessory manufacturers. Mr. Green 
was president and general manager of 
the International Stamping Co. of Chi- 
cago, which he founded in 1894. He 
introduced steel mud guards for bicy- 
cles and motorcycles and later entered 
into the manufacture of various auto- 
motive accessories 





Uniontown Group Incorporates 


UNIONTOWN, OHIO, June 22—The 
Schoner & Swinehart Co., Inc., of 
Uniontown, Ohio, has been incorporated 
with a capital of $5,000 to deal in auto- 
mobiles, both new and used, parts and 
accessories and operate a service sta- 
tion. Incorporators are Earl Schoner, 
Park Swinehart, Oscar M. Abt, Emma 
W. Mann and Edna M. Duckworth. 


Predict Good Business 


for Northwest States 
SPOKANE, WASH., June 21—That 
all lines of business in the Pacific 
Northwest states may expect a con- 
tinuance of prosperity was indicated 
by the various reports of committees 
of the Pacific Northwest Regional Ad- 
visory Board, which met June 9, at 
the Davenport Hotel in this city. The 
board is a group of producers, shippers 
and transportation agencies in Oregon, 
Washington and northern Idaho for 
the purpose of working out better and 
more efficient transportation and to 
aid in marketing problems. Predic- 
tions were that business would be “fair 
to good” during this period. 


Alton B. Manley 


PORTLAND ORE., June 21.—Alton 
B. Manley, president of the Manley 
Auto Co., distributor for the Chandler 
line, died here last week. He was an 
ex-president of the state automobile 
association and for a number of years 
distributed the Hupmobile line. 








Celebrates 120th Anniversary 

HAMBURG, GERMANY, June 21— 
Schluter & Son, Studebaker-Erskine 
dealer in Hamburg, Germany, re- 
cently celebrated the 120th anniver- 
sary of its founding with the opening 
of one of the finest motor car sales- 
rooms in Germany. 

The firm was founded in 1807. On 
its 100th anniversary it boasted 50 
automobiles in service for hire, and 
more than 450 horses, all of which were 
requisitioned at the outbreak of the 
war. After 1919 the firm rapidly re- 
established its former prestige and for 
the past five or six years has been de- 
veloping a profitable retail automobile 
business through the sale of Stude- 
baker cars, as well as maintaining a 
stable of riding horses and operating 
more than 60 cars in its renting depart- 
ment. 











June 23, 1927 





By SAM U. L. SPARKS 


here today, and where are we tomorrow? 


O HUM! 
Paris or Berlin. 

And that’s the way some guys are in business. 

I been reading about the ABC of Sales Promotion for automobile dealers, 
which John Cleary has been having a few words to say about it. Great minds 
don’t always agree, but I gotta admit they’s considerable of agreement between 
me and John. I gather from what he says that you had ought to be a auto- 
mobile merchant in the stead of a dealer that deals out only to them which asts 
for what they want, like, “I’ll take two,” or, “Gimme one.” What I mean, some 
dealers are like the old-time storekeeper and when he has got his sign out, 
“Open for business,” he thinks he has done all the promoting he needs. 


We're Maybe in 
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And then, most usually, when you go past, a couple months later, 


sign, “Under new management,” and you know it was needed. 
~ * * 








you see a 


In the stead of promoting their own business, you would think them kind of 
dealers was promoting for sign painters. 

The trouble with a lotta automobile dealers is that they think they have the 
wrong car when as the matter of fact they are taking what you might call a 
reverse-English view of it. The car has the wrong dealer. I been in busi- 
ness here at Sparks Corners for going on twelve years. 1 started out with the 
Halfpast Six because I knowed it was a good bus, and a good company making 
it. And I’m still handling it. 

S & @& °¢ 


Every once and a while some of these guys with a hire education try to josh 


me about my language. Poppycock! Maybe “boloney” ain't as elegent as 
“bologna,” and “bullarney” like “blarney,” but, well, you .know what I mean. 
k * & * 


No doubt I have built up considerable of what the writer of the ABC of 
Sales Promotion would call prestige. 

They was a time when a guy used to be judged by the company he keeps. 

Now-days a company is judged by the representatives it keeps. 

And whilst I been sticking to my knitting, namely, the Halfpast Six, 
has been happening down the street? 

They’re only one other automobile dealer in Sparks Corners, but in the twelve 
years I been in business he has handled seven different makes of cars. I dis- 
remember the name of the one he’s handling right now. 

I will give you one guess which is the most successful. 


what 


-t-O-1 








ews bh 








Your answer is correct. And the reason is because people hereabouts know 

me, and when they buy a Halfpast Six they know I stand back of it. 
* * * * 

Most of the goofs which is always complaining about how rotten business is 
have what you might call a moss-covered look. 

No doubt you have heard about the jackass which thinks the grass on the 
other side of the fence is greener. He reminds me of the guy which is always 
looking for something soft. He never thinks of looking under his hat. 


William H. St. John 


GREEN BAY, WIS., June 16— 
William H. St. John, president of the 
Green Bay Motor Car Co., territorial 
distributor of the Chrysler in North- 
eastern Wisconsin and upper Michigan, 








died suddenly of heart disease while on 
a business trip to Escanaba, Mich. He 
was 55 years of age and has been as- 
sociated with the automotive trade 
since 1910, starting with the Chalmers 
and Maxwell and continuing with the 
Chrysler. 
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Tire Output Fair 
With Sales Spotty 


Goodrich Volume _ Increases 
and Other Producers Are 
Close to Normal 





AKRON, June 22—Sales of tires dur- 
ing May and early June have not been 
quite up to previous expectations, owing 
to the extremeiy cool and unseasonable 
weather, which has retarded motoring 
in many sections of the country. This 
check to retail tire business has caused 
a slight recession in production of some 
rubber companies, and the condition of 
the industry as a whole might be de- 
scribed as being spotty. 

Goodyear Tire & Rubber Co. produc- 
tion in Akron is around 45,000 tires, 
compared with a recent high mark of 
47,000 to 48,000, it is unofficially re- 
ported. Factories in Canada and Cali- 
fornia probably are manufacturing 
about 10,000 more. 

Output of tires at the Akron Fire- 
stone Tire & Rubber Co. plant is close 
to 45,000. The company will have a 
capacity of approximately 50,000 cas- 
ings a day, with completion in the near 
future of the large five-story plant ad- 
dition, on which work was started some 
six months ago. 

The B. F. Goodrich Co. is doing the 
greatest tire business in its history, 
sales to date this year having been 
about 50 per cent above last year. Cur- 
rent tire production is about 38,000 
a day. 

Production of tires at the Miller Rub- 
ber Co. plant is picking up again, after 
showing a slight decline last month. 
General, Seiberling, Mohawk and India 
report capacity operations. 

Manufacturers say there is no justi- 
fication for a tire price decrease at 
present, despite the recent drop of 
about six cents a pound in crude rubber 
cost. They point out that this cheaper 
rubber will not be made up into tires 
for the next two or three months, and 
that even before the rubber price de- 
cline it was thought tires were selling 
at low prices in comparison with cost 
of raw materials and labor. 

Some authorities believe crude rub- 
ber prices will be stabilized now for 
some time around the 35 cents a pound 
level. Eventually a further decline 
might be seen, they say, if the British 
government sees fit to scrap the re- 
striction scheme. Such action by Great 
Britain seems likely, in view of the 
growing unpopularity of restriction in 
that country and among rubber growers 
in its colonial possessions. 


Temporary Shut-Down for Ajax 


TRENTON, N. J., June 22—tThe 
Ajax Rubber Company, Inc., manufac- 
turers of tires and tubes has suspended 
operations for a month. This action 
was necessary, the company announced, 
because of over-production. About 
1200 hands are affected. 
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Free Insurance 
for Stutz Buyers 


Year’s Policy to Be Issued 
by Lloyds Covers Injury 
to Owner or Guests 


INDIANAPOLIS, June 21—C. AIl- 
fred Campbell, sales development mana- 
ger of the Stutz Motor Co., announced 
today the issuance of a free insurance 
policy to every buyer of Stutz cars, 
that will cover physicians’, hospital and 
similar fees in case of bodily injury to 
the owner or guests while riding in 
the Safety Stutz. The policy is issued 
by Lloyds and is good for a year. 

The policy has a wide coverage in 
case of accidents arising while driving 
or riding in Stutz cars. This includes 
accidents in which the car turns over 
or upsets, or in case of collision with 
stationary or moving objects. The 
liability will pay medical and hospital 
bills, nurses’ fees, ambulance transpor- 
tation from the accident, and necessary 
incidental expenses. 

The plan of operation in issuance 
of the insurance is as follows: As soon 
as the Stutz factory receives the name 
of a new owner to whom a Stutz 
has been delivered, it notifies Lloyds 
which issues the policy and sends it 
to the new owner. The year’s coverage 
will take care of personal injury fees 
and costs, up to $1,200. 

This free accident policy is an addi- 
tion to the loss-of-use policy the Stutz 
Company issues to each owner that 
pays the owner $5 a day loss of use in 
case of theft of Stutz cars. 





Transport Starts Expansion 


SEATTLE, June 22—Expansion of 
the dealer organization of the Trans- 
port Motor Co., Seattle, state distribu- 
tor of Willys-Knight and Whippets, in 
southwestern Washington, is_ being 
started by the appointment of H. Har- 
per as dealer for Chehalis, Wash., ac- 
cording to August Johnson, president 
of the Transport Motor Co. Henry 
Scott is the sales manager. 





K. C. Olds Names Three Dealers 


KANSAS CITY, June 23—H. H. 
Mundy, manager of the Olds Motor 
Works branch, reports the recent price 
cut in Oldsmobile models has greatly 
stimulated retail sales throughout this 
territory. The branch as added to its 
retail organization recently by the ap- 
pointment of new dealers in Tulsa, 
Okla.; Independence, Kan., and Great 
Bend, Kan. 


Casualty Co. Boosts Barr 


SAN FRANCISCO, CALIF., June 22— 
William T. Barr, for the past two years 
assistant manager of the Pacific Coast 
Automobile Underwriters’ Conference, 
has been named Pacific coast manager 
for the Commercial Casualty Company, 
of Newark, N. J. Barr takes over the 
office July 1, in new headquarters in 








Motor 
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Motor golf isn’t likely to become a craze. 
Louis A. Shultz, acting captain of the Northwestern University links team, assumed 
his stance on the Studebaker President sedan merely to disprove a belief that a 
perfect drive can only be made from a stationary tee, with feet on solid ground. 
While the car traveled 15 miles an hour Shultz drove the pull for a straight 





It involves too many hazards. In fact, 


250-yard drive 





the Adam Grant building. H. D. 
Sammis, who has been in the automo- 
bile insurance business as_ superin- 
tendent for the Insurance Company of 
North America since 1921 has been ap- 
pointed to succeed him. 





Fort Dodge Firms Move 
FORT DODGE, IOWA, June 21— 
The Iowa Motor Sales Co. has occupied 
its new sales and service headquarters 
at 37 S. Twelfth St., and the Swaney 
Motor Co., which will occupy the Heath 
block, will move into its agency there 
about June 20. Remodeling is under 

way for the Swaney occupation. 





Bad Check Evil 


Ails Charlotte 


CHARLOTTE, N. C., June 
22—“What will we do about 


the bad check evil?” is a 
| question members of the 
| Charlotte Automotive Mer- 


| chants Association are asking 
| themselves and are debating 
_ at their meetings. So far the 
only decision has been to agree 
_ to exercise a high degree of 
caution in accepting checks, 
either for payment for new or 
used cars or for repair work. | 
The gasoline, oil, tire and ac- | 
cessories dealers also are hav- | 
ing their troubles from this | 
cause. These dealers are find- 
| ing it necessary to impose re- | 
strictions on credit at a time | 
| when business as a whole is_ | 
toward “tightness.” | 














Falcon Sets New 
Production Mark 


ELYRIA, June 22—Falcon Motors 
Corporation established a new produc- 
tion record on June 10 when 176 new 
Falcon-Knight cars were shipped. Re- 
tail sales and unfilled orders for the 
first week of June are 50 per cent 
higher than any week since the in- 
troduction of the line in April, accord- 
ing to John A. Nichols, Jr., president. 

Commenting on business conditions, 
Mr. Nichols stated that the Middle 
West, South West and South, which 
have been quiet during the winter and 
spring months are now showing greater 
activity. The dealer organization of 
the company is nearly complete in the 
Central and Eastern States and on the 
Pacific Coast. 

Many applications for dealerships are 
now coming in from the Middle West, 
South West and South and within the 
past two weeks the following dealers 
have been appointed; Carriker Motor 
Co., Oklahoma City; Snelling Rice 
Motor Co., 1121 Main Street, Houston, 
Cook Automobile Co., 1108 Main street, 
Little Rock. 


Kansas City Ford Plant Closed 


KANSAS CITY, June 21—The Ford 
Motor Company’s assembling plant 
here has closed, factory officials stating 
the shutdown probably would last two 
or three weeks. No information has 
been given as to what is being done at 
the plant but a part of the regular 
workers are still employed and the 
understanding is that the plant.is being 
tooled up forthe new model Ford. car. 
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Golden State Scraps 


100 Grade Crossings 
SACRAMENTO, CALIF., June 21— 
The California State Railroad Com- 
mission announces that it has elim- 
inated 100 grade crossings in this 
state, and will continue the work as 
rapidly as possible. Estimated cost of 
these eliminations is placed at $9,031,- 
308, including replacement with over- 
head or undergrade crossings. 





Dean Selden Service Manager 

ROCHESTER, N. Y., June 21— 
John R. Dean of New York, has been 
appointed service manager of the 
Selden Truck Corporation. George 
Foos, for many years connected with 
service department of the company, has 
been promoted to assistant service 
manager. 


Butler With Boulevard Chev. Co. 

NEW BRITAIN, CONN., June 21— 
John J. Butler, for some time manager 
of the O’Meara Motor Co., of Hartford, 
has left that organization to be man- 
ager of the local branch of the Boule- 
vard Chevrolet Co. 








LaPorte Designates 18 Associates 

BALTIMORE, June 22—The LaPorte- 
Heinekamp Motor Co., Baltimore, re- 
cently became distributor for the Star 
car and has announced a list of as- 
sociate dealers. The company has 
established a downtown branch at 329 
N. Calvert St. in addition to its main 
location at Cathedral and Chase Sts. 
The associate dealers are the Great 
Eastern Motor Co., Rytina Motor Co., 
D. S. & D. Motor Co., Belwood Garage, 
Broadway Motor Co., Norris Garage, 
and Shirey’s Magneto & Electric Serv- 
ice, all of Baltimore; Roland Terrace 


Garage, Brooklyn; Court Garage, Tow- 
son; Hopkins Motor Co., Belair; St. 
Clair Brothers, Jarrettsville; A. G. 
Poole, Lisbon; Pikesville Motor Co., 
Pikesville; John Hoff & Son, Owings 
Mills; Square Deal Garage, Long 
Green; North Point Garage, Sparrows 
Point; West End Garage, Sykesville, 
and Hillerest Garage, Fullerton. 


Rubber Market Steadier 

NEW YORK, June 22—The rubber 
market this week was steadier after 
the most substantial break in several 
months. Last week brought prices 
down 2% to 3 cents a pound. Present 
levels are slightly under 38 cent a 
pound. 

Rumors of impending cuts in tire 
prices together with a persistent report 
that the British will abandon restric- 
tion of rubber exports are said to have 
caused the break. 








Ligon Motor Co. Incorporated 

ANDERSON, S. C., June 21—The 
Ligon Motor Company has been incorp- 
orated here with a capital stock of 
7,500. Officers of the new concern, 
which will deal in automobiles, tires 
and accessories, are: J. L. McGee, 
president; P. B. Ligon, secretary and 
treasurer, and J. L. McGee and P. B. 
Ligon, directors. 





Rogers Takes on Oldsmobile 
AUBURN, CONN., June 21—Rogers 
& Co., has taken on the Oldsmobile as 
an associate dealer under Aaron G. 
Cohen, Inc., distributor at Hartford. 





U. S. Radiator Adds to Plant 
GENEVA, N. Y., June 21—The 
United States Radiator Corporation is 
building an addition to its plant. 
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Supreme Court Upholds 


Decision Sentencing 4 
OAKLAND, CALIF., June 21—The 
United States Supreme Court has up- 
held sentences of imprisonment passed 
upon Holmes Ives, J. J. Eiseman, Alex 
R. Abrams and N. J. Whelan, convicted 
in San Francisco in 1924 of fraud in 
connection with the affairs of the Coast 
Tire and Rubber Company, of this city. 
The men have been out on bail, but 
the supreme court’s decision, which 
came in the form of a refusal to enter- 
tain an appeal from the state supreme 
court’s verdict, has started them on 
the way to their cells. 





Hemphill Names Three More 

KANSAS CITY, June 21—The Hemp- 
hill Motor Co., Faleon-Knight dis- 
tributor in this territory, continues to 
add to its retail sales organization, 
dealership having been given to the 
City Garage, Holden, Mo.; the Rutter 
Motor Co., Leavenworth, Kan., and 
Reavis & Kuefel, Lexington, Mo. This 
makes 12 retail dealers appointed by 
the Hemphill company. 





Fitzgibbon & Crisp Elects Two 

TRENTON, N. J., June 21—James 
C. Tattersall, has been made president 
of Fitzgibbon & Crisp, Inc., manufac- 
turers of automobile bodies. Hudson 
T. Winner, of Elkins Park, Pa., was 
chosen vice-president and general man- 
ager. 





Moses With S. & M. Lamp Co. 

LOS ANGELES, June 22—D. G. 
Moses has been appointed represen- 
tative of the S. & M. Lamp Co., Los 
Angeles, in Illinois, Indiana, Michigan, 
Ohio and Wisconsin. 








q 
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like an ass. 








John Cleary Says— 


You cannot save money tf you spend more than you earn— 
no matter how much you earn. 


Moral—Don’t earn your money like a horse and spend it 


Your business will not make money if your sales cost you 


more than they net you in profit—no matter how big your 
volume may be. 


Moral—Bank balances grow by addition, not by subtraction. 
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, What’s Coming in Motordom 
SHOWS 2 Jan. 7-14 North Carolina Automotive Trade 
POPC en Pree eee Nov. 7-12 National, Grand Central Palace, Association, Morehead Villa, More- 
Exposition, Coliseum, Automotive National Automobile Chamber of i “a. Me Ete coovcones August 15-16 
Equipment Association. Commerce. 
SN nn cs tedondeéheil Jan. 28-Feb. 4 San Francisco ............ Feb. 25-March 3 S. A. E. 
National, Coliseum, National Au- Automobile Salon, Hotel St. Francis. Chicago, November—National Transporta- 
tomobile Chamber of Commerce. ; tion and Service Meeting. 
OE eee eee Jan, 28-Feb. 4 *Will have special shop equipment exhibit. New York. Jan. 12—Annual Dinner. 
Automobile Salon, Hotel Drake. Detroit, Jan. 24-27—Annual Meeting. 
ent weer eae be sees eeesees Nov. 14-19 CONVENTIONS 
aed pena dl guaagaaatoas Standard Automotive Equipment Association, | RACES 
D M oe eee Feb. 20-25 Summer Convention, Multnomah pO ee pe ree ren July 4 
ee — Hotel, Portland, Ore. ..June 27-July 2 Altoona, Pa. .......-.seceeceeeeeess Sept. 5 
2a ie ee ee _ Automotive Equipment § Association, GS EE kb bcc cecencceccsensess Sept. 24 
re eT aa PAE, PO. 9 Cert, CORED  occccscuce Nov. 7-12 Charlotte, Ti Eds ocemecocshceneuteseseta Oct 
Lae. Be oo ccccdsddde dobiansdie Feb. 11-18 National Association of Automobile BREUER oc cevodccdcoccécadessesseds Sept. 10 
Automobile Salon, Hotel Biltmore. Show and Association Managers, Pit rn css cedewes éssen codes eas Nov. 27 
a fk” ea ee Nov. 27-Dec. 3 Drake Hotel, Chicago ...... ee. ee oe. psec orem heoenes Gees June 25 
Automobile Salon, Hotel Commo- National Standard Parts Association, Salem, N. HH. ....ccccccccccccccccees Oct. 12 
dore. Hotel Hollenden, Cleveland, Nov. 14-19 Syracuse, N. Y. ..........cececeeees Sept. 3 





Thirty Agencies Added 


to Marmon Motor List 

INDIANAPOLIS, June 20—In his 
third announcement of new Marmon dis- 
tributors and dealers in the last month, 
H. H. Brooks, general sales director 
of the Marmon Motor Car Co., has 
made public 30 new sales connections 
in all parts of the country. 

Heading the list is the Interstate 
Motor Company which has been ap- 
pointed Marmon distributor in Evans- 
ville, Ind., with an important territory 
in the southern part of Indiana, New 
dealers are announced by Mr. Brooks 
as follows: 

Sam J. Reeder, Bloomington, Ill.; J. B. 
Roberts, Ball Ground, Ga.; William Rob- 
bins, Sacramento, Cal.; Georgia Motors, 
Inc., Savannah, Ga.; J. O. King, Alexander 
City, Ala.; E. S. Harlow, Hyannis, Miss.; 
Starr & Ellis, Emeryville, Cal.; Marmon 
Heights Co., New York, N. Y.; Noble Au- 
tomobile Co. San Angelo, Tex.; Shropshire 


Motor Austin, Tex.; Case Garage, 
Cando, N. D., Womack Mercantile Co., 
Hugo, Okla.; Burger Motor Co., Hunts- 
ville, Ala.; Frank Wunderle, Lincoln, IIL; 
Schnettler Motor Co., St. Cloud, Minn.; 
Hubert E. Foster, Lake Charles, La.; 
Schoolcraft Auto Co., Manistique, Mich.; 
McCollom Motor Co., Dodge City, Kan.; 
J. W. Bonen, Escanaba, Mich.; Hustad 
Brothers, Iron Mountain, Mich.; C. M. 
Moore, La Cross, Wis. West Texas Mar- 


mon Co.; Big Lake, Tex.; Dahl Motor Co., 
Grand Forks, N. D.;: C. A. Bennett Silver 


City, N. M.; Motor Service Co., Williston, 
N. D.: Mann & Morgan Sales Co., Chico, 
Cal.; R. H. Mowry, Jefferson, O.; Charles 
R. Ewing, Jerome, Ariz.; J. C. Reiley Mo- 
tor Co., Aberdeen, Wash. 


Lull Made Wholesale Manager 

HARTFORD, CONN., June 21—D. C. 
Lull, formerly with the Reid Motor Co., 
handling the Oldsmobile and Gardner 
has joined Aaron G. Cohen, Inc., dis- 
tributor of the Oldsmobile and Loco- 
mobile, as manager of the wholesale 
department. —_——_ 

Hatch Appoints 12 Dealers 

SPOKANE, WASH., June 21— 
Twelve new Chrysler dealers were 
established in the Inland Empire dur- 
ing the last several months, making 
now a total of 32 dealers in all, accord- 
ing to Merten Hatch of the Hatch Mo- 
tor company. Business is excellent in 


, 


Spokane and the Inland Empire, he 
said. 

Lee Evanson, service manager for 
the company who recently returned 
from the Chrysler factories, where he 
attended a service manager’s school, 
has recently completed a three weeks’ 
tour of the Inland Empire Chrysler 
dealers in the interest of the Chrysler 
policy of standardized service. 


Buys National Spring 

GRAND RAPIDS, MICH., June 22 
—The National Spring & Wire Co., 
which has been in the hands of a re- 
ceiver, has been purchased by a syndi- 
cate headed by George Wilkshire and 
J. L. McInerney and will be reorgan- 
ized. The company manufactures Mar- 
shall cushion springs and conventional 
type springs. 


Improved Engine for Graham 
DETROIT, June 20—The improved 
four-cylinder Dodge Brothers engine, 
recently announced, is also being in- 
cluded in Graham Brothers commercial 
cars, according to an announcement 
from the factory. 


J.R. Hall Dies 
CLEVELAND, June 23—J. R. Hall, 
vice-president of Chandler-Cleveland 
Motors Corp., died at his home here 
this week. 








Clothing Co. Sells | 


Tires “On Tick” 


HARTFORD, CONN., June | 
21—A credit clothing house | 
has announced that it will mer- | 
chandise balloon tires on the 
easy payment plan. | 

Tires on credit have been a | 
somewhat disturbing feature | 
of the local market in times | 
past but history does not re- | 
cord that the idea is prolific | 

of business. One large tire | 
house that adopted the credit 
| plan a short time ago reported 

_ that the results were “highly | 
| unsatisfactory.” | 














Torpedo Blast Kills 


Former Racing Driver 


BOSTON, June 21—Louis S. Ross, 
pioneer builder of steam racing cars, 
and one of the star drivers years ago, 
was «killed last week while conducting 
an experiment near his factory at Wal- 
tham. He was head of the Central 
Railway Signal Co., which makes tor- 
pedoes, red signal lights, etc., for rail- 
roads. Taking a box of torpedoes he 
fired at it with a revolver seeking to 
prove that under a new formula they 
would not explode except when crushed 
by trains. The torpedoes blew up and 
as he was 50 feet away he was in- 
stantly killed. Several of his business 
associates were injured. 

Ross came into automotive notice 
back in 1903 and 1904 when he built 
steam racing cars after having driven 
some of the Stanley machines. At 
Readville and Providence he won sev- 
eral events, but it was not until he 
went to Florida that he attracted inter- 
national attention. In 1904 he cleaned 
up the races there with his “Woggle- 
bug” shaped like a canoe upside down. 
He won the Sir Thomas Dewar and 
other trophies. Ross was one of the 
first drivers to turn a mile under one 
minute. 


McKale Gives Tire Warranty 

SEATTLE, June 22—McKale’s, Inc., 
Seattle Seiberling tire distributor, has 
adopted a new policy of giving a Mc- 
Kale tire warranty certificate with each 
tire purchased at any of the four 
McKale Super-Service Stations. This 
certificate definitely guarantees to the 
customer the free repair of any dam- 
age to his tire, whether caused by ac- 
cident or defect, for a period of one 
year. He also has a definite adjust- 
ment agreement in the event that his 
tire is damaged beyond repair. 


Cooper Given Olds Franchise 

DECATUR, ILL., June 21—J. C. 
Cooper, manager of the B. & H. Motor 
Sales Co., branch agency, has _ been 
named district distributor for the Olds- 
mobile in Decatur and three adjacent 
counties. He has established sales and 
headquarters at 200 S. Main St. 
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Odd and Otherwise 


Above—When Washington made plans to receive Col. 

Charles A. Lindbergh, four of his boyhood chums couldn't 

resist the temptation to attend. They made the trip 
from Little Falls, Minn., in a Nash 


Left—George T. Bishop, Inc., Shreveport, La., used this 

mammoth book to tie-in with the Dodge Brothers’ an- 

nouncement of the Senior Six, which was heralded as 
“Another page in Dodge Brothers’ history” 


+ 


ie a 


om 


Pos 
4 


"ry ; 
e—_ 


che OS a ee ee 
Above—L. B. Miller in the Chrysler 80, which recently 
set up a round-trip transcontinental record of 167 hours, 
55 minutes 


Below—Bill Ellenbeck of Hollywood, Cal., used a “brake 
band” effectively to introduce a line of brake linings 


be ee 


Left—R. E. Maus, Velie distributor in Ogden, Utah, and 
George V. Tribe, his salesman, are congratulating them- 
selves upon the new non-stop speed record they established 
recently when they drove the 818 miles between Ogden 
and Los Angeles at an average of 51 miles per hour 











Among 





‘Prospects 


The Streets Are Full of Them, and the 
Problem of Selection Isn't as Tough 
».as the Dealer May Suppose 


: By Sam ‘Shelton 


the intelligent cultivation of the two-car 

family idea. Recently the National Auto- 
mobile Chamber of Commerce has made a survey show- 
ing that many families now possess two or more cars, 
and some dealers and salesmen who were slow to see 
the opportunity at first are now going after the good 
prospects who in spite of already owning one or more 
cars have a definite need for another and the money 
to buy it. 

Much time has been wasted by salesmen trying to 
find prospects without cars, when they might much bet- 
ter have singled out some of the more prosperous car- 
owning families in their com- 


EARLY two years ago Motor AGE pointed 
N out the potentialities for profit that lay in 


econd Car 
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recently told us of his experience in buying a new car. ™ 
He recognized that the trade-in value of the old car | 
was very small compared with the first cost, and yet 
he knew (as does nearly every car buyer) that it had 
a lot unused transportation left in it. The first dealer 
he approached merely shook his head and said he 
couldn’t allow very much for the old car. Yes, he would 
like to sell a new one, but he couldn’t handle the used 
one for anything near what the owner thought he ought 
to have for it. 

That was all there was to it. The dealer had no 
alternative proposition, no suggestion, that would help 
to make the sale, and furthermore he did not even make 
an effort to follow up the prospect. 

Another dealer who was ap- 








munities and sold them addi- 
tional transportation. 

And likewise many salesmen 
and dealers trying to sell a new 
car have approached the pres- 
ent owner with only the idea 
of having him trade in his old 
one and contribute to the used 
car problem. They have lacked 
the vision and the initiative to 
see and suggest the need of 
additional transportation to the 
man who already owns a Car. 

A man with a two-year-old . 
car in the middle price class ~ 


splendid 


expensive car. 


if deacs second car idea presents a 

opportunity 
dealer to go outside his own circle 
of owners to expand his sales. It 
opens up to the dealer handling a 
small car the family which hereto- 
fore he has looked upon as being 
interested only in the large and 


proached put about the same 
value upon the old car but he 
quickly showed that he was a 
merchant of intelligence and 
originality. 

He suggested that the owner 
keep the old car. “It is worth 
a lot more to you than you can 
get for it,” he said, “and then 
think of the advantage of hav- 
ing two cars in the family. No 
doubt you already have a two- 
car garage.” 

Yes, he had a nice home and 
a two-car garage, and he was 


the 


for 
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possessed of means enabling him to keep two cars. 


The idea appealed to the prospect. He got an estimate 
from the dealer of the cost of reconditioning the engine 
and repainting the car. 

The net result was the dealer sold the new car with- 
out having to take an old one in trade and in addition 
he sold a repair and paint job amounting to nearly $150. 

The salesman or dealer who expects to work the 
two-car idea must use judgment. He cannot go out 
blindly and expect to sell another car to every present 
owner. Many families already have pooled their re- 
sources and are finding it a strain to keep one car. It 
is not good business to try to sell such a family a 
second car. But this family may have a change of 
fortune. It may inherit money or get a better job or 
a good raise, or the grown up children may go to work 
and become good earners. When a change of this kind 
occurs the wide-awake salesman will be on the job with 
the suggestion of additional transportation. 


The streets are full of 
second-car prospects 


There are plenty of prospects for a secondcar. There 
are more car owners today able to afford a second or 
third car than there were persons a few years ago able 
to afford one car. Prices are lower today and incomes 
are larger. 

The second car should be sold to meet a definite need. 
For instance, if the family owns a large sedan it is 
hardly likely that it would be in the market for another 
car of that type. But it might need a small roadster 
or coupe. 

Another family with a small car that father uses 
daily in his business would be a good prospect for a 
sedan, or perhaps for another small car for the family 
to use when father has the other car. 

The family may need another car for the mother to 
use in taking the children to and from school. In the 
large cities more and more families are moving out into 
the suburbs and adjacent rural sections. It will pay to 

(Turn to page 26, please) 
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OU cannot be a merchandiser unless you 

use sales promotion. To promote means 
to move forward something in its course. 
Sales promotion, then, means any effort you 
use in moving forward your sales. Merchan- 
dising consists in putting forth efforts to 
move forward your sales. If you put forth 
no such effort, you cannot be a merchandiser. 
Therefore you cannot be a merchandiser un- 
less you use sales promotion. 











PASSERBY was attracted to a display in a tailor’s 
A window. There were the usual bolts of cloth, 

draped with a little more artistry than is cus- 
tomary. To each was attached a card, bearing a brief 
but interesting description of the cloth, its desirability 
as material for suit or overcoat, its quality, its wearing 
characteristics, and the price. Occupying positions of 
prominence in the display were several modern dum- 
mies, wearing finished custom-made garments fashioned 
from the cloth on exhibition. These, too, were attrac- 
tively, yet unobtrusively, labeled. 

It was just the type of window display calculated to 
catch the eye and get the attention of any man inter- 
ested in his personal appearance, whether he happened 
to be thinking of buying any new clothing at the mo- 
ment or not. That was its function—to attract the 
attention of passing men. 

The particular passerby we mention was thinking of 
buying a new suit of clothes. He was in the market. 
He was what the modern salesman would call a “hot” 
prospect. 

He was decidedly interested in the display. The bolts 
of cloth and the finished suits told their own story, for 
the greater part. And that story was helped along 
tremendously by the interestingly-written placards. 
They were couched in language that he understood. 

But, nearly complete as everyhing was, there still 
remained some questions in the mind of the looker, 
about style and fit and the comparison of two bolts of 
cloth that he fancied. Besides, a fellow does not see 
a roll of cloth in a window of a tailor with whom he 
has never done business and simply walk in and say, 
“T’ll take a suit made out of that.” It isn’t done. 

John Well Groomed—for the window-gazer was in- 
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_ Do Your Salesmen 


as Your Promo 
They Must If Sales Promotion 


Prospect Has Been At 


A good place to end your demon- 
strations is your service station 


Ree. 
s= ~ 


deed he—decided to make a few inquiries and settle his 
mind on these items before placing an order for a suit, 
or maybe a couple of them. He walked inside. 

A salesman came forward to greet him. 

John spoke of his interest in the suitings, said he was 
thinking of buying a suit and mentioned the several 
things that were prompted by the window display. 

Imagine his amazement when the salesman answered 
in language that John could not understand. It was a 
foreign tongue. It was not the language of the plainly- 
worded cards that intrigued John after he had been 
drawn to the window. 

Of course, you know what happened. John left the 
store in disgust. He had his new suit made by a tailor 
whom he could understand, even though the material 
did not satisfy him quite as well as that which had 
attracted him in the window display. 

Now, in addition to being an admittedly long-winded 
story, this might also stand convicted as a somewhat 
far-fetched parable, illustrating a lack of coordination 
between sales promotion and selling. 

But not nearly so far-fetched as you might imagine. 

The one great impediment, or stumbling block, to the 
greater efficiency of all forms of sales promotion—and 
this applies to advertising especially—is that very lack 
of coordination. 

The advertising speaks one language and the sales- 
man a totally different language. 

The advertising tells one thing. The salesman tells 
something else again. 

The sales promotion gets the prospect into the store, 
and then everybody concerned proceeds to forget what 
there was in the sales promotion that got him there. 
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Speak the Same Language 


tional Matterr 
is to Do Its Stuff When the 7 


ohn Cleary 
tracted to Your Store J aa 





the most resultful job for him. There is a study of 


i P : the market, and of the advertiser’s product. After the 

oo yo ect —— _ most serious study of the entire situation, recommenda- 

ss + i Bagg Pi a yw he my tions are made regarding the general character of the 
e ‘ 


advertising or sales promotion. Follows, then, the prep- 
aration of the actual copy, the art work, the layouts and 
the schedule. Understand, the closest attention is given 
to the most minute particulars of each of these details. 
Nothing is considered too picayune to be discussed and 
threshed out. No effort is spared to give the advertis- 
ing, or sales promotion, the greatest possible efficiency. 
The advertising is run; the promotion material mailed. 
Then, in too many cases, that is an end of the matter. 


and influencing your prospects to think 
favorably of it—personal calls, personal 
letters and telephone calls—constitute the 
principal elements of sales promotion be- 
fore the sale. The accompanying article 
tells how sales promotion can be kept work- 
ing during the sale as well. 








It’s like inviting a man to a banquet and then handing 
him a sandwich. 

Getting back to the tailor and his window display, let 
us see if we cannot learn something about the necessity 
of close coordination between the a priori sales promo- 
tion and the actual process of selling. Next week we 
can discuss the similar necessity of co- 
ordination between those two factors 
and what might be called the ez post 
facto part of sales promotion, namely, 
the sales promotion effort after the sale. 

This tailor had doubtless called in an 
expert window dresser, a specialist in | | ii hn a 
his line, comparable to an advertising .. 7 Al ee q 
agent or professional practicioner of | | ; 
sales promotion. The expert had given 
the tailor the benefit of his specialized 
knowledge and had worked out a display 
scheme to attract men’s attention to the 
window. And it did the trick. Alto- 
gether, much time and labor and skill 
were devoted to the display to the 
end that it might secure the desired 
results. The tailor was glad to pay 
the bill for the expert’s services, for 
the purchase of the dummies and for 
the other concomitant expenses, 
especially after he saw how beauti- 
fully the display did its job. 

But all this specialized knowledge, 
labor, time, skill, layout and expense 
for naught when the time came for 
cashing in on it all. 

If you want to know what is 
wrong with some advertising or 
sales promotion campaigns, it is 
just that. The advertiser goes 
to great lengths to find the ex- 
pert who, in his opining, can do 




































The salesmen should 

know all about the 

promotional matter 

to be ready for the 

customer it attracts 

to his firm’s sales- 
room 
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In too many cases, when the prospect is drawn to the 
store or makes contact with a salesman, the same thing 
happens; to him that happened to John Well Groomed 
when hd walked into the tailor’s place of business. 

There is no resemblance whatever in the presentation 
of the advertising and the presentation of the salesman. 
The prospect, expecting to hear one language, is dis- 
appointed when he finds himself listening to an entirely 
different langauge. The irony of it is that often the 
prospect is much more familiar with the advertising 
and other sales promotion than the salesman is. 

That is why it is imperative to have the names of 
the people in your organization head any mailing list 
you may compile. You cannot do a good job of sales 
promotion unless your own people are solidly and intelli- 
gently behind you in the accomplishment of that job. 
And they cannot be solidly and intelligently behind you 
unless you familiarize them with what you are trying 
to do, and with all the details of how you are trying to 
do it. As part of this program, you should go over with 
them every piece of advertising that comes from the 
factory—whether it is magazine advertising, newspaper 
advertising, catalogs, booklets or what not. 

As far as possible, you should enthuse them with the 
spirit of what the factory is doing, and what you are 
doing to supplement the work of the factory. Before 
you know it, you will have engendered in your organiza- 
tion an enthusiasm certain to create the needed co- 
ordination which will lead the prospect from the interest 
which the sales promotion has caused him to evince, 
through all the intermediate stages, to the point of 
signing the sales agreement. 

This coordination should begin when the prospect 
enters your store, or when you or your salesmen learn 
that he is interested. 

There is no intention in this article to go into the 
qualities and characteristics that go to make up good 
salesmanship. It will suffice to stress the often- 
neglected truth that more value can be imparted to 
every conversation with a prospect, if every such con- 
versation is seriously regarded as a part of your sales 
promotion program. 

The demonstration is also an invaluable form of sales 
promotion. It will be easy for you to work out a routine 
demonstration that will bring out the best qualities of 
your car. And this demonstration should be in charge 
af the salesman or someone else in your organization 
who has an enthusiastic belief in the car and in you, 
and knows how to talk about the merits of the car as 
they reveal themselves during the ride. 

A smart way to end the demonstration is to drive to 
your service station. This, like your salesroom, should 
still further impress your prospect with your methods 
of doing business. 

If you have done your job right up to this point, you 
should have convinced Mr. Prospect (1) by your sales 
promotion and sales talk, that your car ought to be a 
desirable car to own, and that your establishment ought 
to be a satisfactory one to deal with; (2) by your 
demonstration, that the car actually is the kind of per- 
former you say it is; (8) by your visit to the service 
station, that you ought to render the type of service 
that contributes to the pleasure and satisfaction of an 
owner. 

To clinch the sale, logically at least, it only remains 
to convince him that the car will continue to perform at 
your hands as it did during the demonstration, and that 
you make it a practice to render the kind of service that 
your service station indicates you should give. 

This is done by referring Mr. Prospect to your pres- 
ent owners. There is no greater sales argument for 
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any car than the impartial, unbiased testimony of a 
man who has paid out his money for that car and has 
driven it for any length of time. If your car has not 
been misrepresented to those owners, if you have ful- 
filled your part of the sales agreement and have gone 
out of your way to make your owners happy and satis- 
fied, all within reason, of course, you will have no diffi- 
culty in referring your prospect to customers who will 
be glad to put the final touches to your sale. 

How to get your owners in that frame of mind—and 
keep them that way—vwill be discussed in next’s week’s 
issue of MOTOR AGE. 





Who’s Who Among Second Car Prospects 
(Continued from page 23) 


canvass all such families, for it is likely to be found 
that the father drives to work and probably the school 
is so far away that mother needs a car to take the 
children to it. 

The family with the children grown up may need an 
additional car for the children to use in going to work 
or in their social activities. In some cases where there 
are two or more members of the family working in the 
same vicinity the additional car may be sold on the 
basis that it will pay for itself in the saving of street 
car or train fares. 

In some families the social activities of the wife and 
daughters require additional transportation and where 
the family income is sufficient to justify it such a sale 
is usually easily made. 

At this particular season of the year there is a second- 
car demand that the good dealer can use to help relieve 
his used car problem. Many families planning camping 
trips, outings or tours, do not like to use the new family 
sedan for such service. Sometimes they buy a good 
used touring car or sedan with the idea of giving it 
rough treatment and not expecting to get much out 
of it when the trip is finished. This saves the good 
car. 

In some cases the family has to be sold on the idea 
of a second, or additional, car. The need may exist 
and may be a pressing one, but the family may not have 
entertained the idea of increasing its transportation 
facilities because it may have subconsciously accepted 
the thought that one car is enough for any family just 
as one piano is enough. A little well directed sales sug- 
gestion will accomplish a lot in such a case. 

The second car idea presents a splendid opportunity 
for the dealer to go outside his own circle of owners 
to expand his sales. It opens up to the dealer handling 
a small car the family which heretofore he has looked 
upon as being interested only in the large and expensive 
car. Many families owning high priced cars today have 
one or more of the smaller and cheaper cars for aux- 
iliary service. 

On the basis of additional transportation the dealer 
may be able to sell his car to the owner of a competitive 
make when he would have had no chance if that owner 
confined himself to one vehicle. Many owners like to 
compare cars and certainly the best opportunity is 
afforded by owning and operating two cars of com- 
petitive makes. One such sale may lead to many more. 

The two-car idea greatly enlarges the dealer’s circle 
of prospects. It opens up new classes of owners that 
otherwise he would have no chance to reach. It opens 
up a market for clean sales with no trades and 
creates in addition the opportunity for increasing the 
dealer’s profitable maintenance business. 
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The Automotive Equipment Association merchandising representatives above are, 
left to right: Henry Kirkland, recently named manager of the accessory division of 
Greater Market Development; John Hall, M. D. Graham, E. J. Ashton, George 


Brosch and George Brusch 
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A. FE. A. Greater Market Development Activ- 
ity 1 This Respect Lo he Outlined at 


Summer Convention in Portland 


ESERVATIONS by delegates indicate that the 
twelfth annual summer convention of the 
Automotive Equipment Association to be held 
in Portland, Ore., June 27-July 2, will be the 

largest ever held. Wholesalers and manufacturers, some 
1500 strong, will journey westward by train, auto- 
mobile and boat in time to be present at the opening 
session. Ever a significant gesture of the industry, the 
event promises to be particularly interesting and far- 
reaching in its effects upon distribution methods, be- 
cause of the important questions to be considered. 

Following more than two years of intensive effort, 
the A.E.A. Merchandising Department has delved deep 
into methods of obtaining more effective and profitable 
distribution. Exhaustive studies have been made in 
many lines and now the Greater Market Development 
program has become a reality under the direction of 
Harry G. Moock. With $600,000 to be expended in 
the next three years, the Greater Market Development 
plan will be the most important subject to occupy the 
attention of the delegates. Mr. Moock expects to tell 
the members of his progress, announce his plans, out- 
line specific activities already started, and from which 
the entire membership shall benefit. 

“The general plan,” according to Managing Director 
Moock, “provides for the setting up of three major 
divisions, accessory, shop equipment and service parts, 
each under the personal direction of a marketing au- 
thority familiar with the problems peculiar to his 
division. These divisions will render specific marketing 
assistance to their respective groups throughout the 
distributive channels from manufacturer to ultimate 
consumer. Under this plan, every manufacturer and 
every wholesaler will receive the benefit of specialized 
service in the major groups of automotive supplies. 

“What we propose to do is to isolate two or three of 
the most pressing problems of the moment, of each 
group, give them intensive study, and, on the basis of 
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Arthur R. Mogege is man- 

ager of the Merchandising 

Division, Greater Market 
Development 


facts obtained, recommend and apply treatment. In 
the meantime, Greater Market Development is insti- 
tuting some activities that will go a long way toward 
improving general conditions, and thus make future 
divisional work more certain of results. 

“We know what must be accomplished. We have a 
very clear picture of the conditions that exist in the 
merchandising channels of our industry today. 

“A large proportion of the activities in which Greater 
Market Development is engaged right now might be 
grouped under the heading, ‘Showing Dealers How to 
Make Money.’ More effective and economical retailer 
contact with the consumer—more profitable operation 
of our retail units—is vital to the profitable operation 
of wholesaler and manufacturer. 

“Toward this end, Greater Market Development al- 
ready has begun a survey of retail problems and meth- 
ods. From this survey, departmental heads of Greater 
Market Development will plan the promotion of better 
sales methods to the trade. Sales plans worked out in 
detail and easily understood by the average mechanic 
will be distributed and promoted to every proprietor 
and employee of the one hundred thousand or more re- 
tail units in the United States and Canada. Hand in 
hand with the activity will go a course in fundamental 
merchandising practices specifically applied to the auto- 
motive field. This special course in automotive sales- 
manship is now in preparation and shortly will be placed 
in the hands of the retailers of the country through 
the wholesale members of the Automotive Equipment 
Association. In addition to this merchandising and 
salesmanship course, there are plans for merchandising 
service to the retailer and there will be a garage plan- 
ning service available to all units of the trade. 

“Greater Market Development already is collecting 
information and data for the preparation of a com- 
prehensive book on shop equipment, treating exhaust- 
ively the shop equipment on the market today, its 
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uses and advantages, ways in which it may be pur- 
chased, etc. 

“Thefe is also on the way a compilation of motor 
car equipment for the retailer, showing what cars lack 
as they leave the factories in the way of safety, com- 
fort, convenience and appearance items. This compila- 
tion will be supplemented with practical, successful 
means of getting this business. This service will go 
to the retail dealers through Automotive Equipment 
Association members. 


Services to be Known as GaMeDa 


“Other services will be issued to the wholesale and 
retail trade from time to time, some of which will be 
of a seasonal nature and all of which will be timely 
and practicable. All services of Greater Market De- 
velopment will be known as GaMeDa service. 

“The foregoing just roughly sketches a few of the 
specific marketing and merchandising activities which 
already are under way. It does not include many very 
important activities about which little can be said at 
this time. The success of a Greater Market Develop- 
ment Campaign of this nature necessarily must hinge 
to some extent upon the cooperation and support given 
the movement by all of the trade groups of the industry. 
So far, the general plan of our activities is appealing 
strongly to all elements of the trade and we look for- 
ward with considerable confidence to the time when the 
moral support which we are receiving at the present 
time may crystallize into active participation and 
Greater Market Development will function as an indus- 
try-wide activity.” 

Since the last A.E.A: convention in November, 190 
dealer meetings, attended by 33,454 persons, have been 
staged by the Merchandising Division of the Greater 
Market Development bureau. In addition, field men 
have held 68 meetings for executives and salesmen and 
thus reached 3064 persons within the organization’s 
own group. These figures do not include seven luncheon 
club meetings at which 505 persons were present. 


After-Market the Central Theme 


The central theme of all the activities of the depart- 
ment has been the importance of the after-market that 
is developing with the rapidly pyramiding automobile 
registrations and the necessity for aggressive merchan- 
dising effort to cash in on these markets. The impor- 
tance of the market has been translated into much 
practically useful data and statistics showing the de- 
mand for automotive sup- 
plies of all kinds created 
by automotive ownership, 
and coupled with empha- 
sis on the importance of 
aggressive merchandising 


The A. E. A. merchandising meeting for dealers held at Oklahoma City. 
“ nation-wide series 
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there has been passed along to the trade numerous 
specific suggestions to the trade embodying selling 
ideas and methods of proven effectiveness. 

“To me,” said Arthur R. Mogge, manager of the 
Merchandising Division, “the most valuable part of all 
this work is the splendid reaction from the dealers them- 
selves. For example, one Houston dealer announced 
to a meeting of 400 Texas dealers that after putting 
the A.E.A. ideas to work his equipment sales had in- 
creased to more than $1,800. 

“Other interesting actual accomplishments come to 
our attention as the result of the activities of field 
workers. Following a meeting, a Denver firm put some 
of the A.E.A. recommendations into practice and within 
two weeks this firm did nine complete jobs for customers 
besides two jobs for competitive local dealers. They 
had had all the proper equipment for some time but 
simply had failed to let the public know. 

“In the same city a garage, previously handling only 
four jobs a month, informed us that as a result of the 
meeting the average had been increased to two and 
one-half jobs a day. Similar experiences could be cited 
from all parts of the country. Our representatives 
have received hearty cooperation of both state and 
local trade associations. 


Dealer Associations Cooperate 


“The Chicago Automobile Association held no less 
than 15 meetings. The Illinois Automotive Trade Asso- 
ciation, of Peoria, made possible 20 sessions throughout 
the state. These were arranged by C. W. Coons, the 
general manager. With the assistance of Eddie Eden- 
burn we put over 18 meetings in Michigan, the total 
attendance being 3000 persons. More than 1800 dealers 
were present at a big session in Detroit. 

“Turning now to the East, we have staged gatherings 
in 20 cities of the Keystone State, in cooperation with 
Claude Klugh, of the Pennsylvania Automotive Asso- 
ciation. Working with Lou Stapley of the Empire State 
Automobile Merchants Association, we have handled 
over 15 dealer meetings, attended by over 2000 New 
York dealers. In cooperation with Andy Knapp, of 
the Iowa Automotive Trade Association, a complete 
merchandising program was staged at the annual con- 
vention of that organization. In Minnesota several 
meetings were held for A. N. Benson, of the Minnesota 
Trades Association and so it runs in other states of 
the union. | 

“Generally, plans have been worked out so meetings 
are staged jointly by the 
local organizations and 
members in that particu- 
lar city or members cov- 
ering the territory in which 
meeting is to be held.” 


It is typical of the 
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Service Forum Dascusses Training of 
Mechanics avd Flat Rate 


“No Room in Maintenance Division of the 
Industry for Men With Weak Intelligence, ’ 
Says Speaker; Chamberlain Advises 
Elimination of “Per Hour” 


Vork Idea 
By Athel F. Denham 


HERE are four stages in the development of any 
industry. Beginning with experimentation, the 
next step is production. When production capac- 
ity exceeds demand, merchandising enters, and finally 
service becomes the predominating factor. If the opin- 
ions of speakers at the Service Managers Forum of the 
National Automobile Chamber of Commerce, held in 
Cleveland June 14 to 16, can be taken as a criterion, 
the automotive industry is now entering the fourth 
stage—that of service, and the profitable selling of 
service. 

During the first three stages of the industry’s devel- 
opments, dealers have contented themselves with trying 
to keep the cost of servicing cars down to a minimum. 
In fact service was regarded as a necessary evil. In 
the past few years free service in connection with new 
car sales has gradually begun to disappear as a primary 
step to put servicing on a profitable basis. The intro- 
duction of flat rates has put the dealer in a position 
where he has a merchandising method for service. But 
a lot remains to be done. 

In his opening remark at the Forum, Harry M. 
Jewett, representing the N.A.C.C. Service Committee, 
stated that manufacturers appreciate the importance 
of the new arm of the industry, and that dealers are 
holding a quite different attitude toward their service 
department than they did a few years ago. He ad- 
mitted, however, that the change of heart was not as 
prevalent as might be wished. 

Following up Mr. Jewett’s remarks, Edward S. Jor- 
dan, president of the Jordan Motor Car Co., analyzed 
the general condition in 
the industry at present. 
According to Mr. Jor- Ps 





tion, original cost 
of the car and the 
cost of mainte- 
nance. The car 
which lasts long- 
est comes to the 
second-hand mar- 
ket with the high- 
est valuation, and 
requires a mini- 
mum of service, _____ 
or service at low 


cost will determine whether the manufacturer will 
stay in business. At the present time, he stated, the 
dealer’s salesman is not really a salesman but a pur- 
chasing agent for the dealer, buying used cars. The 
service man then is the only one left who can sell cars. 

In discussing the address, Mr. Cobleigh of the 
N.A.C.C. emphasized that there can be no cure-all for 
the used car situation. This applies especially to the 
various used car plans advocated, with the exception 
of the Windsor Plan, which Mr. Cobleigh claims is not 
really a plan but a used-car market report. 

In order to build up a profitable service business, the 
dealer should have the new car or truck buyer meet the 
service manager immediately upon completion of the 
sale, according to O. M. Brede of the Yellow Truck & 
Coach Co., who presented a paper on the “Increasing 
Importance of Service in Selling Cars and Trucks.” The 
service manager should then show the buyer his facili- 
ties for servicing and explain his shop’s policies. In 


securing the _ buyer’s 
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Jordan president who an- 
alyzed general conditions 
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/ probable future service, 
dan, merchandising ef- Mr. Brede stated, too 
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into five consecutive e dealer shou . ave t e new Car or truc not be laid on cleanli- 
classes, each giving a buyer meet the service manager immediately 


primary lead but not be- 
ing a cure-all. These he 
enumerated as_ price 
cuts, time payments, 
multiplicity of models, 
reduction of dealer’s ter- 
ritory, and actual eco- 
nomics of the vehicle. 

The final period, ac- 


cording to Mr. Jordan, and equipment. 
must depend on the cost 


his shop’s policies. 








per ton miles of opera- 


upon completion of the sale, according to O. M. 
Brede of the Yellow Truck & Coach Mfg. Co. 
The service manager should then show the 
buyer his facilities for servicing and explain 
Having the proper equip- 
ment is essential, while any effort made either 
along lines of education of mechanics or intro- 
duction of bonus systems should aid in the 
mechanic himself developing time-saving tools 


ness of the dealer’s shop. 
Having the proper shop 
equipment is also essen- 
tial, while any effort 
made either along lines 
of education of mechan- 
ics or introduction of 
bonus systems should 
aid in the mechanic 
himself developing time- 
| saving tools and equip- 

ment. As an example 


(Turn to page 34, please) 
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Mm) OTOR car financ- 
ii ing is a pesky 
business. It’s a 
step-child of the 
automobile 
trade, a sort of 
necessary evil. 
There is hardly 
any chance for profit in it, and 
a very good chance for loss. But 
we can’t get along without it, and 
right now probably more dealers 
than ever before are finding them- 
selves obliged to give serious at- 
tention to financing problems. And 
for these reasons, among others: 

1. The trend, temporary or 
otherwise, to recourse financing, 
which involves dealer liability. 

2. The spread of factory plans, 
which are being urged upon deal- 
ers. 

3. Refusal of finance companies 
to take doubtful risks, or to take 
notes on used car transactions 
where the value of the note ex- 
ceeds the Blue Book valuation of 
the car. 

In other words, the good old 
days when a finance company 
could be found to take almost any 
kind of note, without recourse, are 
past and gone. It is a fine thing 
for the trade, as most dealers will 
agree, because loose financing 
never did anyone anything but 
harm. 

Whether recourse financing is 
the preferable form is still a debatable point, but we 
have to deal with facts and not theories. An increasing 
amount of business is being done on a recourse basis 
and a dealer who endorses a note must, in self-protec- 
tion, be as sure as is humanly possible that the purchaser 
is going to pay up. Otherwise the dealer will have a 
repossession and a certain loss. 

It will not help him, in the main, to seek a no-recourse 
company. The companies which adhere to this plan 
have nearly all had enough experience not to risk their 
money on a purchaser of doubtful ability to pay, or on a 
transaction calling for a low down-payment and a long 
period in which to settle. Where such “deals” are 
brought to the finance company, it will in all probability 
insist on the dealer’s endorsement to the note. 

Furthermore, on a no-recourse deal, if the car is re- 
possessed the dealer faces additional competition in his 
used car market, because the finance company is obliged 
to sell the car for what it will bring. These observa- 
tions need not be considered to reveal a bias in favor of 
recourse financing. As was said before, there are argu- 
ments in favor of both sides and perhaps in the interest 
of free competition and an elastic merchandising system 
both ought to survive and continue strong. 

Why, then, the trend toward recourse financing? 

Because, for one thing, the banks more or less favor 
it. Last winter they were growing concerned over the 
undue increase in repossessions, which was the result 
partly of depression in some séctions of the country, 
partly of the terrific sales campaigns put on by the fac- 
tories last summer, and in a small degree to loose terms. 
Just at the time of greatest concern there came the 
failure of Hare & Chase, Inc., then the leading com- 
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And With Them the Harm 
By John C. 


pany doing a business on a no-recourse basis. 

Now you can’t blame a banker for thinking in terms 
of his own affairs. He is used to considering three- 
name paper better than two-name paper. A note en- 
dorsed by a dealer as well as the purchaser of the car, 
and discounted at a bank by a finance company, is three- 
name paper, while a no-recourse note is two-name paper. 
Hence the banker is disposed to give credit preferment 
to companies on a recourse basis. 

As a matter of fact, the Hare & Chase failure was 
misinterpreted. It did not cast aspersions upon no-re- 
course financing; it merely proved that three-name pa- 
per is not always prime security. The no-recourse busi- 
ness of Hare & Chase was for the most part sound; its 
difficulties came from the only recourse account on its 
books. It had discounted the paper of another finance 
company which in turn had financed the sale of a large 
number of taxicabs. When this company failed, Hare & 
Chase, and in turn a surety company, was found holding 
the bag. 

The facts of the case are now pretty well understood 
in banking circles, but there is still a tendency to foster 
recourse business. Even more important, however, is 
the expansion of factory plans, under which a car pro- 
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ducer contracts with a finance company for the handling 
of sales of the car on time payments. All the large fac- 
tories with one exception have such arrangements, and 
a large proportion of the smaller ones. With one or 
two exceptions these all call for recourse financing. 

The degree of pressure brought to bear upon dealers 
to adopt the factory plans varies widely, and is often 
virtually non-existent, but undoubtedly the, plans have 
contributed to the increasing adoption of the recourse 
system. 

A sign of the times is the adoption of a new recourse 
plan by the Commercial Credit Co. and affiliated com- 
panies, and by the new regime in Hare & Chase, Inc. In 
the case of Commercial Credit, the no-recourse plan is 
retained. These new plans are on the prevailing style, in 
which the finance company makes the repossession if 
necessary, but the dealer, through his signing of a re- 
purchase agreement, is obligated to take over the car 
and resell it. 

Through the setting up of reserves taken out of the 
financing charge in the current plans the dealer is pro- 
tected against repossession losses 1f he exercises good 
judgment in the selection of risks. Thus one of the ob- 


jections, from the dealers’ point of view, is overcome. 
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Sound Instalment 
Policies 
OUND instalment policies 
for the dealer, as brought 
out in the experience of fin- 
ance companies and as al- 
ready practiced by good 
merchants, may be summed 
up in a few words: 
1. Don’t take chances if on 
a recourse plan and don't 
patronize a no-recourse com- 
pany that does. 
2. Don’t endorse any notes 
a mo-recourse company re- 
fuses to accept without your 
endorsement, unless the pur- 
chaser is known personally 
to you and you feel sure the 
company has made a mistake. 
3. Don’t try to mark up 
used cars. You are piling up 
grief in the long run if you do. 


“Ye ok 


This matter of credit scrutiny 
is vital. Repossessions, as every- 
one knows, cause immediate losses 
to the dealer or finance company. 
But in the future any appreciable 
gain in repossessions is likely to 
call forth immediate action from 
the bankers. If they tighten the 
purse strings more than they have 
in the past, there may be an ac- 
tual shortage of funds available 
for instalment selling. 

While credit continues easy, the 
bankers are disposed to be friendly 
to time sales, but in their present frame of mind they 
are going to watch the business very closely. It is a 
foregone conclusion that if the finance companies are 
up against a real shortage of credit they will first elim- 
inate all risks in which there is a shadow of question, 
and then begin to cut down on used ear financing, where 
the heaviest losses have always been suffered. 

There are already sporadic evidences of such policies. 
But there are still plenty of funds available for sound 
instalment selling. When a finance company refuses 
a deal on a new car it is almost certainly because the 
prospective purchaser is not considered a good risk. 
When it refuses a deal on a used car it is because of an 
excessive sale-price due usually to an over-allowance on 
the used car taken in trade on the sale. 

What the finance companies are getting at is this: A 
dealer has a used car for sale, priced reasonably, let us 
say, at $600. A prospect wants the car and offers in 
trade another used car, which the dealer appraises at 
$100. On such a deal the finance company wants 40 
per cent down, or approximately $250. But the prospect 
is unable or unwilling to put up $150 in cash along with 
his trade-in. So the dealer adds $200 to the sale price 
of the car and $200 to the allowance. Thus the pros- 
pect has a $300 car to trade in on an $800 car, and needs 
to put up little if any cash. 

In effect, in such a transaction, there is no down-pay- 
ment worthy of the name. It is the wildest sort of wild- 
cat financing and there is going to be less of it in the 
future. In the long run curtailment on this score should 
aid in the deflation of allowances and be of the greatest 
possible benefit to the trade. 

(Turn to page 33, please) 
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Million Dollar Class 


Ula “Personal (ontact 


By nH. H. James 
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—, country.” In fact, it was their 





N automobile company 5 — 
nearing the “million dol- ¢ — 


lar class” without a 


tp parents that had the idea and 


president, vice-president, man- 
ager or sales manager. 
That is the Consolidated 


When James and Harry Young took 
over control of the Consolidated 
Motors, Hudson- Essex dealer of 
Kansas City, they decided to cut out 


came before the boys were old 
enough to have any say in the 
matter. They attended the 
public schools and after being 





Motors of Kansas City, Mo., 
Hudson-Essex dealer. 

And in spite of such a “dis- 
organized’ organization § the 
company, in its fiscal year re- 
cently closed, had a 100 per 
cent increase in business. 

Of course the company has 
a president and the other 
officers required to obtain and \. 


mobiles. 


in this story. 


red tape, turn over as much of the 
office work as possible to clerks and 
bookkeepers, and stick to selling auto- 
Well, they’ve grown from 
“almost nothing” to within striking 
distance of the million dollar class. 
Some of their methods are outlined 


graduated from high _ school 
started in to become automobile 
mechanics, working in the shop 
of the Rauch-Lang Electric Co., 
a firm selling electric cars and 
maintaining a motor repair de- 
partment. 

Then along came the war and 
both the boys entered the army. 
Harry, the younger of the two, 
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keep a charter—but the officers - a 
exist only in the charter and 
not in the operation of the business where the two 
owners, Harry Young and James Young, brothers, work 
shoulder to shoulder with their salesmen; where the 
“roll top desks” are presided over by bookkeepers and 
clerks, and where there are no “conferences” behind 
closed doors. It is a business that has “grown from 
almost nothing” by the personal contact route. 

For the story of Consolidated Motors is the story of 
Harry and James Young. e 

Born in Rochester, N. Y., James in 1893 and Harry 
in 1894, the boys “came west to grow up with the 


a 


spent almost two years. in 
France. He now is a com- 
missioned officer in the reserve corps. James was in 
the motor transport division of the air service but did 
not “go over,” being held for many months at Langley 
Field, Va. 

Returning home after the war, both went back to 
their old jobs. In 1920 the name of the company was 
changed to Consolidated Motors, and in 1923 it was 
appointed a Hudson-Essex dealer. 

- By this time both the Young brothers were being 
noticed in the organization. They had learned the art 
of saving their money and had invested it in stock in 
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the company for which they worked. 
they owned considerable of this stock. 
took over the control of the company. 

“When we took over the reins of the business we 
decided to cut out the red tape and keep on working,” 
Harry Young said. “In our years with the company 
we had made a wide circle of friends—motor car owners 
—and we continued to cultivate this friendship. Of 
course we keep an eye on every part of the business 
and office management, but the details we leave to clerks 
while we go out and sell cars. 

“Each morning we hold a short conference with our 
eight salesmen. Here we discuss our problems and 
map out our plans. We take our turn spending a part 
of each day on the sales floor. We don’t expect anything 
of our men we are not willing to do ourselves.”’ 

All sales and floor prospects go to the man on duty. 

Mr. Young says the manner in which their personal 
contact with customers works is shown in a recent case 
where seven new cars were sold in a 30-day period to 
prospects brought in from the original sale of one car. 
“The man we sold the first car to,” said Mr. Young, 
“brought in his friend and told him of our service to 
customers and the personal interest taken in every sale. 
A sale made a ‘believer’ out of this second man and 
he in turn brought in his friend—and so on down the 
line until seven sales were made as a direct result of 
the first sale. We get our best prospects from persons 
to whom we have sold cars.” 

The service that goes with a car sale at the Con- 
solidated Motors is more than the usual “90 days’ free 
service.” It is a service that extends over a period of 
years—if the man keeps his car that long. 

The first thing, when a man buys a new car at the 
Consolidated Motors, he finds that all the details of 
obtaining license plates, registering and the transfer 
of title to his old car—where an old car figures in the 
deal—and other small but often annoying details have 
been attended to. 

Then about the first day after his car is delivered 
he receives a letter from the company, expressing ap- 
preciation for the deal and enclosing a “repair policy.” 
This policy points out all the free service to which the 
owner is entitled and makes clear what repairs and 
services are charged for. This forestalls any future 
misunderstanding and keeps the customer coming back 
to the company for his “pay” as well as his free service. 

And the company’s service department is maintained 
on a basis that keeps the customers coming back. The 
service manager has been with the company seven years. 
He keeps an accurate record of all work done on every 
car sold by the company—work done in the company’s 
shop. He also keeps a record of all free service. 

The Young brothers also have found that there is a 
lot of annoyance in “standing in line” to buy your 
license tags when that time of the year rolls ‘round. 
So along about the last of January each of the com- 
pany’s customers for several years past gets either a 
telephone call or a letter offering to obtain license plates. 
When the plates are received the customer is so in- 
formed and he drives his car up to the service depart- 
ment and his old plates are removed and the new ones 
put on—without the use of a single “cuss word.” 

But to “back up” to the real “record” of the company. 

On March 15—after a winter and a big early spring 
business, the company had but one used car on hand. 

The company solves its used car problem by refusing 
to allow it to become a problem. 

In the first place, there are no “wild trades.” Every 
used car taken in on a trade is taken in on a basis 
where it can be sold. However, before it is even offered 


In a few years 
In 1926 they 
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for sale it goes to the repair department where it is 
placed in first class mechanical condition. Then the 
salesman that made the original deal takes a special 
interest in seeing that that car is sold—and quickly. 
As an added incentive to salesmen to sell used cars, a 
bonus of $5 is given over and above the regular com- 
mission, when a used car taken in on a new Essex is 
sold. If the car was taken in on a Hudson the bonus 
is $10. 

If the car has not been sold within 30 days, 25 per 
cent is lopped off the price. If it still is on hand at the 
end of 60 days, another 25 per cent is cut off. 

“There is no money in having a lot of used ears 
standing around,” Mr. Young declares. “If a car won’t 
sell now there is no good reason to believe it will sell 
better later. It is better to take a loss now than to 
have your profits tied up for several months—and then 
still lose.” 

The company seldom has over 10 or 12 used cars on 
hand. The usual number is two or three. 

The company is located at Thirty-fifth and Main 
Streets, outside the high rent district and off the main 
motor row, where it has been for 14 years. However, it 
is located on one of the main traffic arteries where thou- 
sands of motor car owners pass each day to and from 
work in the downtown district. Its showrooms are 
arranged to give a good view from two sides—Main 
Street and Thirty-fifth Street. There are no restric- 
tions in the neighborhood and plenty of room for park- 
ing. The brothers confidently expect another 100 per 
cent increase in business this year. 





Gone—the “Good Old Days” of Financing 
(Continued from page 31) 


Excessive valuations, long terms and carelessness con- 
cerning risks all tend to increase repossessions and di- 
rectly or indirectly they make the lot of the dealer 
harder. Using discretion, he can contribute enormously 
to the soundness of his trade and help to maintain a 
sufficient supply of credit for time sales, which are now 
essential to his business. 

If he is on a recourse plan, he can without great diffi- 
culty determine who should and who should not be given 
credit and thus avoid losses. More, he can make a little 
money, as the current plans provide for remitting to the 
dealer a part of the cash reserve set up to cover his 
losses when the reserve goes above a certain point, as it 
will if he is careful with his credits. This is the only 
honest way of profiting by financing. | 

Credit work is not nearly as difficult as it might seem 
on the surface. In a small town, where everyone is 
known by reputation if not by his first name, there is 
no investigation needed. The dealer knows his neigh- 
bors. 

In larger towns and cities the selling of cars is now 
on a basis where the salesman usually has to get to 
know his prospect, to visit him at his home or his office 
or both. He sees how the prospect is living and what 
sort of business he does and how important he is in the 
business. These contacts, plus the usual references, 
give a sound basis for decision. Some checking up on 
the salesman’s report may be necessary, at least until 
he has been found reliable. 

In the rare instances where a purchaser walks right 
into the salesroom and orders a car, an excuse can read- 
ily be found for calling upon him at home or at his busi- 
ness. “Thought your family might like to see the car, 
or take a ride.” “Just wanted to explain our service 
plan to you.” A couple of calls on tradesmen in the 
purchaser’s neighborhood will round out the picture. 
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» Service Forum Discusses the Training of 


Mechanics and Flat Rate 
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Mr. Brede cited the experience 





of the Yellow Truck & Coach Mfg. 


rect delivery to the dealer’s shop. 
4. With factory distribution 





Co., which conducted a contest for 





designs of time-saving tools 
among its dealers’ service sta- 
tions. As a result of the number 
of designs submitted, 103 new 
tools were found to be actually 
time-saving, and a great number 
of these are being incorporated in 
suggested shop equipment by the 
factory. 

An advantageous procedure, ac- 
cording to Mr. Brede, for a ser- 
vice station handling trucks and 











operation are often too technical 
or not sufficiently clear, as against 
actual demonstration by the job- 
| ber. 

5. Dealer is enabled to buy his 
shop equipment on time payments, 
whereas with factory distribution 
he has to pay cash or C.O.D. 

6. Tools distributed by jobbers 
can be serviced quickly in case of 
| damage, eliminating costly waits 
| for new tools from the factory. 


| 
| instructions for installation and 
| 
| 

















buses is to keep a record of all 
maintenance work to forward to 
allied service stations in case 
fleet owners transfer units to 
new territory. 

Proper aealer’s stock records 








HARRY M. JEWETT 


Represented the N.A.C.C. 
Service Committee at the 
Forum 


7. High transportation cost of 
heavy equipment is eliminated. 

From the factory distribution 
angle, Mr. Stougaard claimed 
that, at least as far as Packard 
was concerned, distribution of 








are also helpful in decreasing 


shop equipment had been forced 





complaints due to delayed service 

and in order to reduce capital investment, while in- 
creasing turnover of inventory. A number of factories 
are at present controlling branch parts stocks from the 
factory. Most manufacturers at present allow a return 
of parts within periods ranging from three to six 
months, a handling charge of 10 per cent usually being 
made. 

In the discussion of Pierre V. C. See’s paper on “Bus 
Maintenance,” which dealt largely with suggestion to 
factory engineering and service departments for chang- 
ing of design to simplify service on buses, the question 
of the so-called “pirate” part came up. A. R. Sandt, of 
the General Motors Corp., objected to the term “pirate 
parts,” and suggested that they be called “competitive 
parts,” since they generally are pretty good merchan- 
dise and are not really pirate parts in the proper sense 
of the word. If the competitive part is better than that 
supplied by the motor vehicle manufacturer, Mr. Sandt 
said, there should be no reason why the dealer or serv- 
ice station should not buy it. Needless to say this 
aroused considerable argument as to whether the fac- 
tory ought to sanction the purchase of competitive 
parts by dealers. 

This discussion tied up well with the two following 
papers, which dealt with the question, “How Should 
Shop Equipment be Distributed?” Martin E. Goldman, 
manager of the Shop Equipment Division of the Auto- 
motive Equipment Association, maintaining that such 
distribution should be through the jobber channel, R. A. 
Stougaard, of the service department, Packard Motor 
Car Co., maintained that distribution should be by the 
car factory direct. Advantages claimed for the jobber 
method of distribution were that: 

1. Tools are more easily obtainable. The actual tool 
can also be shown as against having to obtain an idea of 
its characteristics from a factory bulletin or circular. 

2. The dealer is enabled to see the new tool in actual 
operation before investing his money. 

8. Chance for having to make<claims against com- 
mon carriers for damage in transit is eliminated by di- 


on the vehicle manufacturer by 
the dealer himself, who is demanding even such items 
from the manufacturer as should logically be handled 
by the jobber, namely: Files, drills, jacks, washrack 
equipment, wrecking cranes, etc. 

Building of longer life into cars, high production fig- 
ures on vehicles, demand by the public for better main- 
tenance work, and the introduction of flat rate are all 
instrumental in making imperative the training of more 
and better mechanics for service work, according to 
Prof. John Younger of Ohio State University, who pre- 
sented a paper on “Training Shop Mechanics and Serv- 
ice Executives.” The maintenance mechanic, he said, 
must know something about drilling, tapping, turning, 
chipping and filing. He must be skilled in the art of 
disassembling and scrutinizing and inspection and re- 
assembling. At times he comes into contact with the 
customer and must learn to be courteous and tactful. 

While Mr. Younger admitted that considerable time is 
needed to train mechanics, he held that the cost of such 
training is more than offset by the fact that if an un- 
skilled mechanic turns out an unsatisfactory job a cus- 
tomer is lost, with a potential part of the dealer’s in- 
come and profit. Moreover the employment of unskilled 
mechanics has a bad effect on the quality of workman- 
ship of other mechanics. 

Of the type of man to choose for training, Prof. 
Younger said that he need not be a high school gradu- 
ate, although this would be desirable since he will pick 
up the fundamentals more quickly. He should, however, 
have a knowledge of simple arithmetic, if only for cal- 
culating his own wage. He must have a knowledge of 
English because he must be able to read instruction 
books. He should preferably know a little about tech- 
nical sketching, since he will often be called on to make 
a rough sketch of a bolt, pin or bushing so that it is 
intelligible. 

There is no room for men with weak intelligence in 
the maintenance division of the automotive industry, 
according to Prof. Younger. Maintenance demands 
skill and intelligence. The boy selected for training 
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should have at least a full grade school standing. He 
should then serve an apprenticeship in a garage of good 
standing. Such apprenticeship should not necessarily 
be a source of expense to the shop. At the same time, 
while he is learning the rudiments of the mechanic’s 
work and for some time after, he should continue his 
schooling along specialized lines, at a school where he 
will learn the parts of a chassis and their functions. 
Such studies will make him more valuable and inci- 
dentally he will be more contented and lessen loss due 
to labor turnover. Later he should be taught such 
things as “fits” and running clearances and what they 
mean. Holding shop clinics in the evening is of assist- 
ance and does not interfere with the work of the shop. 

This method of training, especially as regards the 
holding of evening shop clinics, is followed by the Ohio 
Buick Co., which holds such clinics at Central Ohio 
points. At the Cleveland sessions, of which there are 
14 each year, the attendance has been from 200 to 250 
mechanics. In addition the apprentices of the Ohio 
Buick Co. go through a 33 months’ training course at 
gradually increasing wages, ranging from 25 to 50 cents 
per hour. 

The development and work of the Cleveland Trade 
School also was considerably discussed. This school 
was organized at the instigation of automotive dealers 
and service stations in Cleveland. The course was laid 
out by a committee of service managers. Aside from 
turning out trained mechanics these schools also have 
resulted in decreasing the mortality or labor turnover 
rate to dealers later. The students after the first year 
devote gradually increasing time to work in service sta- 
tions. During the last year they report to the school 
only once every two weeks. This type of school should 
probably aid in forcing out some of the half-baked me- 
chanics at present found in service shops, according to 
Mr. J. E. Fintaz, of the Cleveland Trade School. The 
experience of this school has shown that it cannot begin 
to supply the local demand for the type of mechanics 
which is produced as a result of its training. To pre- 
vent a boy in training from jumping from one service 
station to another as a result of this demand, he is put 
under contract and cannot change his position without 
the consent of the apprentice committee. 


Results of Flat Rate 


Discussions of the flat rate system permeated the 
whole meeting. A paper on the subject, “Results of In- 
creasing Adoption of Flat Rate” was presented by 
Percy M. Chamberlain of the Automotive Equipment 
Association. 

Flat rate systems, according to Mr. Chamberlain, 
were introduced as a method to eliminate uncollectable 
repair bills, which it has accomplished. Haphazard 
methods of billing for service aroused dissatisfaction in 
the customer. The customer according to Mr. Chamber- 
lain, is interested in but one thing—the ease with which 
he can buy. Flat rate makes it easy for him to buy 
service. However, it is of but little benefit to the shop 
which uses it only partially and fails to sell it intelli- 
gently. If the customer is not sold on the flat rate 
idea or if the system is buried from the customer’s 
view within the organization, much of its benefits are 
lost. Flat rate alone is not a cure-all. Filth, dirt and 
inefficiency in the shop all contribute to make its bene- 
fits ineffective. 

Mr. Chamberlain said the advantages of flat rate are: 

1. It has benefitted the trade because it has proved 
that it is possible to maintain automobiles on a scien- 
tific, efficient basis. 

2. It has made the Pay-by-Contract method of paying 
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mechanics possible. This makes possible the accept- 
ance by the public of the automobile mechanic as a 
skilled mechanic. 

o. It has defeated unionism in many shops. 

4. Flat rate makes possible the elimination of guess 
work as to the cost of repairing or reconditioning used 
cars for resale. 

5. It has reduced shop waste while increasing sales 
volume and profit. 

6. It has eliminated “come-back work” where han- 
dled properly. 


Eliminate Hours of Work Mention 


Mr. Chamberlain quoted numerous instances where 
the introduction of flat rate systems was responsible 
for turning losses into profits, decreasing the number of 
stock clerks, etc. The installation of an efficient flat 
rate system however is not enough, he declared. The 
entire “per hour” work idea must be eliminated. There 
should be no mention of hours of work to the customer. 
The repair job is a pure contract proposition between 
the service station and the car owner. The latter not 
only has to pay for the time of his job, but for idle time 
and non-productive time, since overhead must be ab- 
sorbed. If the customer realizes he is paying a rate 
which is high when figured on an hourly basis he will 
kick. Whether it takes 10 minutes or 10 hours to re- 
pair something has absolutely nothing to do with the 
charge to the customer—fundamentally. The custom- 
er’s charge must be based upon cost, plus overhead, plus 
profit with reasonable efficiency of operation and shop 
equipment recognized as due customer who pays the bill. 

H. C. Taylor’s paper on “Group Bonus Payment of 
Mechanics” represented a good example of what can 
be accomplished along these lines following the adoption 
of flat rate. Mr. Taylor, who is connected with the serv- 
ice department of the Packard Motor Car Co., outlined 
the method instituted by Packard among its dealer serv- 
ice stations. According to this system, the mechanics 
are assured of a base time rate of pay. If the company 
loses the mechanics do not suffer. If there is a gain 
over the time allowed for service work, the profit is 
shared by the dealer organization and the mechanic. In 
this manner the service station is enabled to build up 
an additional revenue to offset losses, while guarantee- 
ing mechanics a minimum pay. For each hour that a 
group of mechanics under its foreman gains, this group 
is paid 30 cents, which is apportioned among the group. 
These gains are computed every day. In addition, each 
mechanic is paid 10 cents an hour extra for every hour 
of saving for which he is personally responsible. 

Through the adoption of this plan a mechanic is will- 
ing to accept hard work since he knows that he shares 
in any time saved by his group, with other mechanics 
of his group on easier operations. With such a sys- 
tem in operation mechanics are glad to be kept busy. 
It is then up to the service station in dull times to go 
out and get volume business—advertise for it. With 
or without such a system it is folly to lay off good 
mechanics; they are too hard to get. 





Service Station Manual Ready 
OVERING the latest developments in the filling 
and super-service station field, the Battelle pub- 
lishing Co., Los Angeles, has produced its second of a 
series of sales and merchandising manuals on the sub- 
ject, called “Building a Profitable Super-Service Station 
Business.” 
This manual deals with better merchandising 
methods and proved sales and advertising plans. In 
all 37 chapters are available. 
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The Happy 
Mechanic 


N spite of all the efforts of the car manufacturers 

and the great number of stories printed in MOTOR 

AGE and other publications, which pointed out the 

benefits of the flat rate system, there still are many 

service stations working on on hourly basis and who 

seem to feel that flat rate might be all right for the 
other shops but it would not work their own. 

Every place where flat rate has been given a 
thorough and intelligent trial the results have been 
satisfied customers, increased profits for the shop and 
higher wages for the mechanic. However, flat rate will 
not take the place of skilled mechanics nor make a 
customer believe that if five of his six cylinders are 
working that that is all he is entitled to, nor eliminate 
his complaints on the bills that proved to be higher 
than the price guessed at by the service station. 

Flat rate is being used successfully by shops of all 
sizes as can be seen from its increasing popularity. 
It was introduced to the automobile industry by Henry 
Ford fourteen years ago. Other car manufacturers 
soon saw the many advantages to be obtained from 
such a system and today nearly every car manufac- 
turer has flat rate repair prices which it urges its deal- 
ers to use. 

In 1923 Motor AGE began publishing flat rate prices 
for the use of independent service stations and the fol- 
lowing year printed a chart which included repair prices 
on the leading cars. This was the first compilation of 
its kind and proved to be of such value that it has 
grown into a book, “The Rapid Flat Rate Price List,”’ 
covering more than 80 different chassis models. It 
would require many years of experience for a service 
station to gather this material, and then by the time 





Advantage of It? 


By 


nan 


W. K. Toboldt 





HE author of this article collaborated 

in the compilation of the Chilton 
“Rapid Flat Rate Price List’ and knows 
his subject from Ajax to Willys-Knight,, 
which is the flat rate equivalent of Alpha 
to Omega. Herein he gives valuable sug- 
gestions in the operation of the system and 
in the treatment of flat rate mechanics. 








the figures became reliable the car would be in the junk 
pile. 

Before a shop can expect to make money under the 
flat rate system it must secure a complete and accurate 
list of flat rate prices covering all the chassis which 
may be brought in for repair. Having secured such a 
compilation the operations must be carefully studied so 
that the service salesman knows just what is included 
in each operation, so that when a car is brought in for 
repair the operation best suited for that particular 
condition is sold. 

Every mechanic knows that it is impossible to turn 
out a satisfactory brake adjustment job if the linkages 
are rusted and frozen. Therefore the customer who has 
not had his car lubricated should be sold a free up 
and adjust job rather than adjust only. And it is pos- 
sible to flat rate a knock by first selling an inspection 
operation, calling for the disassembling of the engine 
or rear, or which ever unit is defective. Then when 
the worn part which is causing the knock is found it 
is a simple matter to sell a minor operation, calling for 
the renewal of the worn part, and which is added to the 
cost of disassembling. 
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Profits and IV ages y 


The “Rapid Flat Rate Price List” has all the opera- 
tions that are required to take care of all cases that may 
arise, but it is absolutely necessary that the service 
man become thoroughly familiar with all the operations 
so that the correct one to suit the condition is sold. 

One of the greatest advantages of the complete flat 
rate system is that the mechanic receives a certain por- 
tion, generally one-third, of the charge to the customer. 
By this means he has an incentive to turn out the work 
as fast as it is possible, as the more jobs he can turn 
out in one day the more pay he receives. The loafers 
and poor mechanics are quickly weeded out under this 
system, while the skilled mechanic is paid in direct 
proportion to his efforts and ability. Instead of de- 
voting his time to keeping the men on the job, the shop 
foreman is now besieged by the mechanics for work. 
































































































The Satisfied 
Customer 




















The Prosperous 
Owner 


It will be found that fewer mechanics will be needed. 

An outstanding example of this condition is a shop 
which in 1923 employed 45 mechanics and did a busi- 
ness of $150,000 in one year. In 1926, after the flat 
rate system was installed, 16 mechanics did $220,000 
worth of business. Many similar experiences could be 
cited. 

After having installed the fiat rate system it is abso- 
lutely imperative that the rate to the mechanic be not 
changed, otherwise the mechanics will become dis- 
gruntled and leave for another shop at the first oppor- 
tunity. It is therefore necessary that the repair prices 
and the rate to the mechanic be accurately gaged to 
insure a fair price to the customer, ample profit for the 
shop and adequate compensation for the mechanic. 

It is extremely unfortunate that many shops feel 
that the wages of a mechanic should not exceed $50 
per week, and when by earnest application under the 
flat rate system the mechanic rises above this level, the 
shop management immediately starts cutting the rates. 
The result is that the mechanics seek employment in 
other fields, and are replaced by inferior men who are 
content to work at the lower rate; the number of cus- 
tomer complaints increases and the business and profits 
shrink or vanish entirely. If in the first place the price 
was fair to the customer, and the shop made a fair 
profit, the mechanic should not be begrudged his share. 
There is no better incentive to turn out good work than 
a big pay check. 

When paying mechanics in this manner it is neces- 
sary that the work be carefully inspected and tested 
before leaving the shop. This should be done under 
any system, but it is particularly necessary under the 
flat rate system as the mechanic is apt to sacrifice good 
workmanship in an endeavor to complete the job in the 
shortest possible time. A further precaution is to have 
the mechanic do all comeback jobs and those which do 
not pass the tester on his own time. Therefore, this 


(Turn to page 41, please) 
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Contest to be Con- 
ducted Under the 
Auspices of 
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\ N nee is your favorite wholesale salesman? 

Which one of the conscientious and hard- 

working men who call upon you in the 

interest of jobber or distributor deserves 
recognition for his ability and popularity ? 

We want you to go to the front and help that man 
to win a substantial cash prize in addition to 
deserved national recognition. 

The United States is divided into nine trading 
zones. Contests are to be conducted simultaneously 
in all of the zones and the three most popular and 
efficient salesmen in each zone will be awarded 
prizes of $100, $50.00 and $25.00 respectively, de- 


Motor World 
Wholesale 


‘i 


pending upon the number of votes credited to the 
three leaders in each of the zones. 


First prize $100.00 
Second prize $50.00 
Third prize $25.00 


In addition to the zone prizes there will be a 
master prize of $500.00 to be awarded the salesman 
who receives the highest number of votes cast in 
any one zone for an individual. Hence the winner 
of the master prize will also win the $100.00 zone 
first prize, making his total $600.00 in cash. 
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This Contest will place the spot-light upon the 
men in the various territories who are enjoying 
deserved popularity at the hands of their customers 
—the men who retail and service cars, parts, ac- 
cessories and supplies. 

That will be recognition worthy of mutual effort, 
and will result in conferring real honor upon each 
of the 27 prize winners. 

The nine postal, or trading zones in the United 
States are as follows: 


NEW ENGLAND: Maine, New Hampshire, Ver- 
mont, Rhode Island, Massachusetts, Connecticut. 


MIDDLE ATLANTIC: New York, New Jersey, 
Pennsylvania. 

SOUTH ATLANTIC: Delaware, Maryland, Dis- 
trict of Columbia, Vir- 
ginia, West Virginia, 


Cash Prizes 


Wholesale Salesmen 







They will be requested to vote by ballot. Ballots 
will be printed in the regular issues of: 


AUTOMOBILE TRADE JOURNAL 


(Monthly) 
MOTOR AGE 
(Weekly) 
COMMERCIAL CAR JOURNAL 
(Monthly) 
CHILTON CATALOG & DIRECTORY 
, (Quarterly) 


These are the Chilton Class Journal publications 
which cover the retail trade—a coverage that is 
unique in its completeness. 

During a period beginning with the June 30 issue 
of Motor Age, the July 1 issue of Automobile Trade 

Journal, the July 1 issue of 








North Carolina, South 
Carolina, Georgia, 


Chilton Catalog & Direc- 
tory, and the July 20 issue 
of Commercial Car Journal, 


Florida. Contest to open | each issue of each publica- 


EAST NORTH CENTRAL: 


Ohio, Indiana, Illinois, July lst 


Michigan, Wisconsin. 
EAST SOUTH CENTRAL: 


tion will carry a voting cou- 
pon up to and including the 
issues of- October 6, 1927. 


Votes will be received and 


| 
| | 
Kentucky, Tennessee, and will close on counted at the publishing 


Alabama, Mississippi. 


TRAL: Minnesota, lowa, 


offices of the Chilton Class 


phia, up to 12 o’clock noon on 


WEST NORTH CEN- | October 1 5th Journal Company, Philadel- 
| 


Missouri, North Dakota, 


Saturday, October 15, 1927. 








South Dakota, Nebraska, 








Kansas. 
WEST SOUTH CENTRAL: Arkansas, Louisiana, 
Oklahoma, Texas. 


MOUNTAIN: Montana, Idaho, Wyoming, Colorado, 
New Mexico, Arizona, Utah, Nevada. 
PACIFIC: Washington, Oregon, California. 


The electors will be the men who compose the 
retail trade—dealers, garage owners, service sta- 


tion proprietors, etc. 


Announcement of Contest 
winners will be made in 
Motor Age, issue of October 27; in the Novem- 
ber 1 issue of Automobile Trade Journal; the No- 
vember 10 issue of Motor World Wholesale and the 
November 20 issue of Commercial Car Journal. 

Prizes will be awarded to the winners during the 
week of November 7 in Chicago while the A. E. A. 
show and convention are current. 

In each of the 15 (weekly) issues of Motor Age, 
(Turn to page 43, please) 
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The Use and 
Care of laps 


A tap is a cutting tool and as such 
deserves the same care and intel- 
ligent use that is generally 


£ Ven fo reamers. 
By C. Edward Packer 


IKE drills or reamers, taps should be carefully 
1p stored when not in service as well as intelligently 
used when needed. 

Generally taps are a part of a screw plate set, and 
when not in use are kept in a wooden case. They should 
never be thrown together roughly, as a chipped cutting 
edge will result in torn threads. If it is necessary to 
store the tools in a damp place or near to a battery 
charging outfit they should be oiled at frequent inter- 
vals to prevent them from rusting or corroding. 

Probably the one most common trouble with taps is 
breakage. However, this is rarely the fault of the tap 
though an improperly ground tap will be weakened and 
will cut hard. 

Failure to use the proper size drill with a tap is gen- 
erally responsible for breakage. The drill should be of 
such size that it will give a 75 per cent thread. To make 
a 100 per cent thread only increases the strength about 
5 per cent and it takes three times as much power to 
turn the tap. It is said that a common nut tapped so 
that it contains only a 50 per cent thread will break the 
bolt before it will strip. The chart herewith shows 
the correct drill sizes to give a 75 per cent thread. 

Having the proper size hole the tap should be placed 
in a tap wrench and started squarely into the work. 
The material should be firmly held, as otherwise the 
tap may be broken. Never use an open-end wrench or 
other makeshift methods to turn a tap, as breakage in- 
variably is the result. 
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Fig. 1. The importance of equal taper on taps is here 

seen. A. This tap is correctly tapered and enters the 

work properly. B. Unequal taper causes this tap to 

strike one side first. C. Continued turning and pressure 

has sprung this tap (same tap as B) and caused it to 
enter the hole at an angle 














forward. At all times the tap should be kept well sup- 
plied with lard oil. 

In order to continue to get good results from taps, 
one must be able to grind them properly when they be- 
come worn or broken. Grinding generally refers only 
to the tapering of the flutes at the end. Grinding of the 
face of the flutes requires the services of a universal 
grinder, but it is seldom, if ever, that the service man 
will need to do this kind of grinding. 

A tap that is properly tapered will enter the work as 
shown in “A” of Fig. 1. With a tap improperly ground 
as at “B” and “C” the tap will be cocked to one side as 
shown at “C” thus increasing the chances of breaking 
the tap and usually resulting in bad threads. 

Not only must the angle for all flutes be uniform but 
the flutes must be properly relieved for clearance or 
else the tap will either be weakened or will drag. 

By referring to flute “A” of Fig. 2 it will be seen 
that the clearance is ground in a straight line. This 
requires about a 15 deg. angle in order that the heel 

of the flute will clear 





As the tap is started 





lard oil should be ap- 
plied to it. Never use 
mineral oil. As the tap 


| 


U.S. S. Threads 


‘ Diameter Threads _ Drill i 
advances into the work oftap perinch size ot tay 
care must be exercised _ 4in, 20 3/16 v4 in. 

: 5/16 in. 18 4 5/16 in. 
to stop turning, then | %in. 16 5/16 ' in. 
the flutes do not ad- 1/16 in. + 11/33 7/16 in. 
vance as the handle is |) igi 1} dy/er 046m 
turned. An experi- Ygin. 11 33/64 5% in. 
enced mechanic or ma- 11 16 in. 11 37/64 11/16 in. 

~— 7 na a 34 In. 10 Vs 44 in. 
chinist gets the “feel 13 16 in. 10 11/16 Ve in. 
of the spring in a tap _ in 9 47/64 7 in. 
: : ; 15/16 in. Y 51/64 1 in. 

when it begins to bind. 1 in. g 27/32 


It is here that the tap 
must be backed up 
about one-fourth of a 
turn and then turned 





Table of Drill Sizes for Use With Different Taps 





the work and not drag. 
Such clearance greatly 
weakens the tap. 
S. A. E. Threads Pipe Threads At “a we have a 
Threads’ Drill Tap Threads Drill 
per inch size size perinch size 15 de g. C learance 
¥ 5 0g4 /8 of a ground convex. It is 
24 21/64 % 18 9/16 clearly seen here that 
? q 8 v2 14 11/16 the tap has been exces- 
“ : 4 "7 i1¥, vrais sively ground and con- 
: 2 a6 ae a ee sequently is weakened 
iy Tap Threads Drill greatly. 
Sate am we te Flute “C” is ground 
18 13/16 No. 4 36 No. 44 ht ccdie: 
2 aoae No. 6 32 Ne.-36 with a 5 deg. clear- 
| — ce —m 44 ance in a straight line. 
sVO, INO. ° ° ° ° ° 
No. 10 24 No. 25 This is insufficient with 
Ne. + 2s Ne. + the result that nearly 
Ne. 14 20 No. 36 half of the tap “rides” 
on the work and pre- 
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vents the front of the flutes from cutting as they should. 

At “D” the grinding has been properly done. This is 
a 5 deg. convex clearance that does not appreciably 
weaken the tap but at the same time gives sufficient 
clearance so that the tap does not “ride” on the work and 
the front of each flute is able to cut properly. 


in 



































Fig. 2. This diagram shows the different ways of 
grinding a tap. A. Weak. Clearance in a straight line. 
B. Weak. Convex clearance in excessive amount. 
C. Drags. Only 5 degrees clearance and in a straight 


line. Tap drags and does not cut properly. 
Only 5 degrees clearance but convex. 
cuts properly 


D. Correct. 
Tap clears and 


—_—— 


Flat Rate Means Fat Profits and Wages 
(Continued from page 37) 
method of compensation will speed the workman while 
the inspector and the rule that the man is not paid for 
rejected work, will keep up the standards of workman- 
ship. 

In no case, however, should the mechanic be made 
responsible for failure of parts due to inherent weak- 
nesses in material or design nor for failures due to cus- 
tomer abuse. So when a customer returns a car as 
being unsatisfactory a careful investigation should be 
made to ascertain whether the mechanic was at fault 
or whether the trouble was caused by an inferior part 
or abuse by the driver. In cases of defective material 
the manufacturer should be held responsible and will 
in general stand good for the loss, provided installation 
instructions were followed. When the car owner is to 
blame, he of course should stand the loss, though it 
may be the best policy at times for the shop to stand 
a portion of the expense involved. 

Another advantage of a complete flat rate system is 
that the timeclock is eliminated and the amount of book- 
keeping is greatly reduced. As soon as it is decided 
just what work is required on a car, the price to the 
customer is obtained from the flat rate tables, and the 
bill is completed by adding the price of the parts re- 
quired. The mechanic’s pay is obtained by dividing the 
labor charge to the customer by three, or whatever rate 
has been decided on, and the task is complete. 

One of the frequently overlooked advantages of the 
flat rate system is that the shop receives the full bene- 
fits of modern equipment. Additional equipment will 





enable a shop to turn out a job in less time, but if the 
shop is charging for work on the hourly basis, it will 
For instance, to 


receive less for the job than before. 
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perform a certain operation on a car may require 10 
hours of labor. At a $2 rate this would be $20. If the 
mechanic is receiving $1 an hour, this leaves a gross 
profit of $10 on the job. Then if extra equipment is 
purchased the time for this job may be reduced to 7% 
hours or $15, making a gross profit of $7.50 instead of 
the $10 received before. If there is a long list of waiting 
customers this may be all right, but it is extremely 
doubtful that the profits will be such that the deprecia- 
tion and interest on money invested will be paid. Un- 
der the flat rate system, if the charge for the job is 
$20 and the profit $10, then after the new equipment 
is purchased whatever time is saved will be just that 
much more additional profit. 

The more quickly a job is completed under the flat 
rate system, the greater the profits will be, which will 
permit the shop not only to pay the depreciation on the 
equipment and tools, but also buy more. 








Boston Tire Dealers Adopt Advertising Code 


Members of the Boston Tire Dealers Association met 
recently with the Boston Better Business Bureau and 
after a talk on advertising ethics it was agreed to adopt 
standards for advertising and selling tires along the 
lines of department and other stores where proper names 
are given to furs, etc. The standards adopted by the 
tire dealers are for the purpose of promoting fairness 
both to the public and legitimate business by minimiz- 
ing the possibilities of deception and misrepresentation. 
They are as follows: 

1. Superlative claims such as “lowest prices in the 
city,” “greatest bargains ever offered,” “our prices 
cannot be equaled,” etc., shall be eliminated from 
advertising. 

2. When tires and tubes are not of strictly “First” 
quality, the advertisement shall plainly state “Sec- 
onds.” The terms “N. F. C.” “Slightly Blemished,” 
“Will not affect the wearing qualities,” etc., shall 
be entirely eliminated. 

3. Mileage guarantees shall be eliminated from tire 
advertisements. 

4. Rebuilt, retreaded, reconstructed, double-tread and 
used tires shall be plainly advertised as such. 

5. The name of the tire shall be prominently stated 
when tires are advertised in connection with quoted 
prices, and the name of the tire spelled in full and 
not abbreviated. 

6. When tires are advertised at a quoted price in 
connection with the name of the manufacturer, and 
such manufacturer makes two or more grades of 
tires, the brand name as well as the manufacturer 
shall be prominently stated. When the manufac- 
turer’s name does not appear on the tire, then the 
brand name shall appear first in larger type than 
the name of the manufacturer. 

7. No specific make or makes of tires shall be adver- 
tised by a dealer, either in connection with or with- 
out mention of price, unless such advertiser has on 
hand a reasonable stock of such tires or is a regu- 
lar dealer in such tires. 

8. All misleading credit terms shall be eliminated. 
Advertisers offering a discount for cash shall not 
use terms such as “No interest charged,” or ex- 
pressions of similar import. 

9. Illustrations of nationally known tires or treads 
shall not be used with the sale or advertising of 
tires of other makes. 

All the tire men present agreed that this would be 
in the best interests of the legitimate dealers and would 
gradually eliminate the “gyp” tire dealers. 
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()° present garage is 51 x 80 and the new addition 
will be approximately 49x142. We wish you 
could give us some suggestions or plans as to how we 
can arrange buildings most satisfactorily. 

We would like to have the showroom, parts depart- 
ment, a ladies’ and gents’ toilet, a waiting room and 
one or two small private offices in the new building, 
if possible. 

You will notice in the center wall where the four 
P’s are marked, these are four pillars. This wall can 
either be opened to go into the new building or an 
I-beam put over two or three of the pillars for one 
large opening. 

You will notice where the new building will be 
there are two old basements. Would you suggest a 
full basement or use the old basements for surplus 
stockroom? We do not know whether it is best to 
leave the shop and used car départment in the old 
building or put the shop in the new building. We 
will probably have to put the wash rack in the north- 
west corner of the new building as this is closer to 
the sewer line. 

We would like to have the showroom and stockroom 





~ 142-0" 
There has been no place allotted for used car showroom but the front part of the new garage seems the most suitable 
except that it cannot be shut off 








‘STORAGE. 
































about the center of both buildings, even if we have 
to take out the old (present) stockroom and. office. 
We would also like to have another driveway in the 
new building to match the one in the old building we 
now have.—Lenzini Motor Co., Walsenburg, Colo. 


It will not be practical to place the entrance to the 
new building in the center as you have in the old, as 
the space between the two entrances would be too nar- 
row to make a good showroom. We have extended the 
showroom as far as possible into the new building only 
leaving space for the entrance between it and the wall, 
in fact, we would prefer to have no entrance here at 
all using all the space for showroom. It might be well if 
you follow our suggestion to make the showroom a 
little more shallow so that the full space between the 
second and third pillars would be available for a passage 
between the two buildings. 

The trusses supporting the new roof have been spaced 
at even distances apart but if they do not come so as 
to be supported on your pillars, it would be better to 

(Turn to page 44, please) 


June 23, 1927 





$2,075 in Cash Prizes tor Wholesale Salesmen 


(Continued from page 39) 


which will be published during the continuation of 
the Contest, the coupons printed therein will repre- 
sent one vote each. 

The four issues of Automobile Trade Journal and 
the three issues of Commercial Car Journal, both 
published monthly, will carry coupons good for 
four votes each. 

Chilton Catalog & Directory, quarterly, will 
be published on July 1, and will also carry 
a coupon good for four votes each. 

All votes will be 


The Chilton Class Journal Company, publishers 
of Motor World Wholesale, which is devoted to the 
interests of the wholesalers of the automotive in- 
dustry, and of the dealer publications which will 
carry the voting coupons of this great Popularity 
Contest, invites every dealer, garage owner and 
service station proprietor—and all others identified 
with the retailing of automotive products— to take 
part in the voting. 

It urges them to assist in making this na- 

tion-wide contest re- 























credited to the zone in ee a 3 dound to the everlasting 
which the _ wholesale | credit of the aggressive 
; (Specimen Coupon) | ; 

salesmen’s firm is _ lo- MOTOR WORLD WHOLESALE 4 salesmen who will be 

cated. Example: Harry Popularity Contest for Wholesale | declared the winners in 

Harvey travels the Ken- Automotive Salesmen | popularity and efficien- 

tucky territory for the Contest Editor | cy, when the ballots 

Queen City Automotive Motor World Wholesale | have been cast and 

Wholesale Co. of Cin- Chestnut & 56th Sts., Philadelphia | counted. 

cinnati, Ohio. In the wholesale automotive salesmen’s popularity : . 
Kentuck — th and efficiency contest I vote for: | Talk over the Contest 

CHUCKY 1 Ml we | " ind r 7 with the men in your 
‘ l satesmda 1 . . . 

Kast South Central —— oe | organization, talk it 

and Ohio is in the East Name of his firm . sited | ; . 

North C 19 This is a over with the wholesale 
ry t “a0 sent mai agneaictineeoens > eee automotive salesmen 

retailer customer in i 

ionettee Ys praets Your signature . Coupon only who call on you — boost 
; a Your fir ume | , : 

his ballots for Harvey. pe ee \ ve | your choice and cast 

Those votes are, there- | 4%” your ballots whenever 

fore, credited to the as _ a a coupon is available. 











East North Central zone. 

Should two or more candidates tie for the master 
prize, or for first, second or third prizes in any 
of the nine zones, all tied contestants will be 
awarded prizes of equal value, to which their re- 
spective votes entitle them. 





Go to the front and 
help boost the wholesale salesman who is highest 
in your favor. 

Address all correspondence to the Contest Editor, 
Motor World Wholesale, Chestnut and 56th Streets, 
Philadelphia. 











Essex Makes Changes and 


Announces New Model 














At the top of the group to the left is 
shown the new four-door Essex Super- 
Six sedan, listing at $835, which takes 
the place of the former four-door and 
de luxe sedans. The body is entirely 
of steel. The coach incorporates a 
change in rear quarter design, which 
enhances its appearance. The price of 
the coach remains unchanged at $735. 
A departure from conventional practice 
is incorporated in the sliding front seat 
of the Essex coach, illustrated to the 
left of the coach. It enables passen- 
gers from the rear seat to enter or 
leave without disturbing the front 
seat rider 
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Electrical Data on 


Motor Age 


the Pontiac, Model 6-27 
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STARTING MOTOR 


GENERATOR—Remy 943-C 
Rotation, clockwise viewed from drive end. 
Performance Data: 
Output at 850 generator r.p.m., 7 to 7.3 volts. 
Maximum Cold Output—15 to 17 amp., 8 volts at 
1600 r.p.m. 
Maximum Hot Output—11 to 13 amp., 7.7 volts, 
1800 r.p.m. 
Brush Tension, 16-18 oz. 


STARTER—Remy 710-C 
Rotation, clockwise from drive end. 








BATTERY 


GENERATOR 


Running Free—70 amp. at 5 volts, 4500 r.p.m., ap- 
proximately. 

Lock Torque, 10 lb. ft. at 450 amp. 3.7 volts. 

Brush Tension, 20-28 oz. 


RELAY—Remy 265-B 
Relay contacts close 660 generator r.p.m. 
DISTRIBUTOR—Remy 637-C 
Full automatic 18 deg. timing range. 
Rotation, clockwise viewed from top. 





Doubling the Garage Frontage 
to Make a Showroom 


(Continued from page 42) 


rearrange them so that they will, even though the spac- 
ing 1S uneven. 

The old basements would be best used for your heat- 
ing plant; they could not be recommended for the stor- 
age of parts because of the tendency to induce rusting. 

This seems to us to be a very good layout; the de- 
partments are all placed handily. The parts department 
is in front handy for retail customers and still is un- 
usually close to the shop. The waiting rooms are ad- 
jacent to the service entrance and the only better place 
for them would be right in the salesroom but that would 
be impossible without cutting down the size of the 
salesroom. If the front entrance in the new building 
were eliminated, enough space woyld be gained to make 
it possible, however, and by enlarging the open space 


just inside the old entrance everything would work very 
well. With the exit through the shop to the lot at the 
side and the alley exit from the garage, there need be 
no fear of congestion. 





Velie Adds Metropolitan Sedan 


SIX-CYLINDER valve-in-head sedan known as the 

“Metropolitan,” is offered by Velie Motors Corp. 
of Moline, Ill. This new model is a De Luxe type of 
five-passenger capacity and is mounted on a chassis 
of 112 in. wheelbase. Lockheed hydraulic four-wheel 
brakes are regular equipment. Equipment includes 
three-bar bumper in front, bumperettes in rear, cowl 
ventilator, automatic windshield wiper, rear vision 
mirror, stop light, spare tire and tube, tire cover and 
radiator emblem. The upholstering is of Chase Velmo 
mohair. Two-tone lacquer finish in either blue or 
gray is offered. This new model completely equipped, 
lists at $1,325. 
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NEW ITEMS for SERVICE SHOPS 








Hisey-Wolf Electric Drill 


” 


i | 
nari uaaieeaal 


NEW Standard Duty % in. capac- 

ity Universal Drill has been devel- 
oped by the Hisey-Wolf Machine Co. 
of Cincinnati, Ohio. This is a drill of 
unusual size and power adapting itself 
readily to heavy duty work including 
cylinder honing or grinding. The net 
weight is 25 lb. and the price $90. 





Brown Bros. Machine Vise 


PIECE of shop equipment of 

particular interest to service sta- 
tions that have power machinery, is 
the Brown Bros. improved machine 
vise. This is being put on the market 
by Brown Bros. Machine Co., 815 E. 
Ninety-third St., Cleveland, Ohio. 

















This is an accurately made vise of 
ample strength for all kinds of machine 
work within its range. The overall 
dimensions are as follows: Length 17% 
in., width 7 in., jaw opening 4 in. The 
jaws are 6% in. long by 1% in. deep. 
The net weight is 25 lb. 


Kellogg Rapid Car Washer 


 Rentwyeaerd heavy-duty car washing 
4 outfit for the garage and service 
station with a big car washing prob- 
lem,” is the way the Kellogg Mfg. Co. 
of Rochester, N. Y., describes its new 
rapid car washer. 

Simplicity and ruggedness are quite 
striking in this machine. This is avail- 








able in two-gun and four-gun models 
that develop between 250 and 300 Ib. 
of pressure. For body work, this pres- 
sure can be reduced to a light, harm- 
less mist that will thoroughly drench 
the body and thereby greatly reduce 
the labor of cleaning that part of the 
car. While this equipment is regularly 


attached to the city water line, a three- 
way valve and suction hose is supplied 
so that it is possible to use a barrel of 
special cleaning solution if desired. 

price 


The of the two-gun model, 





equipped with a 3 hp. motor and made 
to operate on a 110 or 220 volt A.C., 60 
cycle, two or three phase circuit, is 
$625. The four-gun washer, with 5 hp. 
motor, operating on the same voltage, 
is $775. Motors for other voltages are 
available at a slight increase in price. 





New Elite Jacks 


HE addition of two new, heavy 
duty, hydraulic jacks to its line, has 
just been announced by the Elite Mfg. 
Co., of Ashland, Ohio. These two 
jacks are known as models 70 and 71. 
The 70 is designed for use on trucks 
and a lift from 7 to 10 in., with a total 
reach of 8 ft. The Model 71 is de- 
signed particularly for bus service, 
having a low starting point of 6 in. 
and a maximum lift of 16 in., 

with a reach of 10 ft., 6 in. 

On both of these jacks the 

handles fold down when not 

in use, and in addition there 

is a safety device on each 

handle which prevents the 

jack from being tripped un- 

til the operator is ready to 

let the load down. A safety 


device on the pump prevents 
overloading. 





Ames Magnetic Gauge 
Mount and Bench 





’ 














NEW and very practical applica- 
tion of the Ames dial gauge is 
seen in the new Ames Test Bench and 
Magnetic Gauge Mount, selling com- 
plete at $30.00. One especially practi- 
cal application of the Magnetic Gauge 
Mount is that of testing bearing fit 
without dropping the crankcase. 
When the cylinder head of an engine 
is off the Magnetic Gauge Mount can 
be placed on the cylinder block with the 
point of the gauge in contact with a 
piston. By means of a vacuum cup the 
piston can be raised and lowered the 
exact amount of the clearance in the 


5 








bearing. In this way it is possible to 
tell without dismantling the engine 
just how loose the bearings are. By 
mounting the gauge in a _ horizontal 
position, the looseness of the pistons 
in the cylinder bores can be checked. 

The Test Bench feature of the Ames 
gauge is useful for checking many 
small parts. It includes ground surfaces, 
V-blocks, vise and extra points. Other 
uses for this gauge outfit are found in 
checking the flywheel trueness, gear 
backlash, and ball and roller bearing 
fits. This equipment is a product of 
the B. C. Ames Company, Waltham, 
Mass. 
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Ramsdell Tire Turner 

UFRING, skiving, stepping down, 

cementing and building up of 
tires are greatly simplified by means 
of the Ramsdell inside-out tire turner 

















manufactured by the Ramsdell Mfg. 
Co., Cleveland, O. It is designed to 
fasten on the work bench and is op- 
erated by means of a foot treadle. 
With this machine it is stated it is 
possible to turn a tire inside out in 
five or six seconds. Price $11.75. 


B. & R. Battery Chargers 
HE new B. & R. Model 15-U 
battery charger put on the market 

by Burton & Rogers Mfg. Co., 857 
Boylston St., Boston, Mass., has a num- 
ber of interesting features. 








Probably the most interesting and 
pleasing is the efficiency of this unit, 
as it has three distinct charging ranges. 
It can handle up to five batteries with 
a switch plug in one position; up to 
ten with it in the second stage, and 
up to 15 batteries with the third point 
connected, and with the machine fully 
loaded. 

National Air Compressors 

, Spoennge catalog of air compressors 
4 4was off the press and available for 
distribution June 15. This line is be- 
ing introduced by the National Brake & 
Electric Co., which is a division of the 
Westinghouse Air Brake Co., with gen- 
eral offices and works at Milwatfkee. 
Very interesting details are given on 






the compressors described in this cat- 
alog. This booklet will be sent upon 
request. 

One of the features is a mechanically 
operated sleeve type of intake valve 
which permits of high speed operation 
without developing objectionable noise. 
These compressors are available in one 
and two cylinder models without equip- 
ment, or complete with electric motors, 
tanks and necessary fittings. While 
air cooling is used on most of them 
they can be had with a hopper or water 
cooling. This hopper is so constructed 
that freezing will do no harm and will 
not affect the efficiency of the compres- 
sor in any way. Instead of being con- 
nected to a regular water supply, it is 
merely necessary with this hopper 
cooling arrangement to replenish the 
water in the hopper not oftener than 
once a day. 


Hobart Portable 
Spraying Equipment 
A PIECE of particularly interest- 
ing equipment is the portable 
paint spraying outfit recently developed 
by Hobart Bros. Co., of Troy, Ohio. 
The complete unit is mounted on-:a 
rubber tire truck, which can be readily 
moved about the paint room or shop. 
The motor is a 1% h.p. ball bearing 
machine, especially built for operating 
the air compressor which is a twin 
cylinder, air-cooled, splash-lubricated 
machine, capable of delivering eight 
cu. ft. of free air per minute. The 
equipment includes pressure gage, oil 
and moisture filter, oil gage, toggle 
switch, and 25 ft. of rubber covered 
connecting cable. The unit weighs only 
265 Ibs. and requires very little space. 
It is 31 in. high, 33 in. long and 19 in. 
wide and has a 32 in. handle. The unit 
is sold on the time payment basis, with 
$35 down and $20 monthly for ten 
months. Equipment needed to go with 
this compressor, sells for $33.30 and 
consists of one spray gun with revolver 
handle and adjustable tip, one quart 





size aluminum cup and 25 ft. of air 
hose with fittings. Additional head for 
under-coating sells at $6.50 and an 
extra cup, which is highly recommended 
for convenience in changing from one 
color to another, sells at $4. 
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Perfex Rectifier 


HIS rectifier by the Rollaway Mo- 
tor Co., Toledo, Ohio, charges from 
one to 12 batteries at from two to 10 
amps. It is provided with a trans- 

















former so that any number of batteries 
up to 12 may be charged at the same 
time. It is designed especially for car 
dealers, garages, radio dealers or fill- 
ing stations. 


—_——— 


Black & Decker Grinding 


Improvement 
6 bes portable electrically driven 
grinders made by the Black & 


Decker Mfg. Co., of Towson, Md., incor- 
porate some interesting changes in 
driving gear design. As will be seen 

















in the illustration, the use of the large 
internal gear makes it possible to ma- 
terially reduce the distance between 
centers in the driving gear, thus mak- 
ing possible a substantial reduction in 
the size of the gear housing. Longer 
life and smoother operation are claimed 
for this gear design. It will be noted 
that the wheel spindle is supported at 
each end by tapered roller bearings 
which have proved to be the best type 
of bearing to withstand the constant 
side thrust to which grinder spindle is 
subjected. 

Another feature of this grinder is the 
location of the air intake holes, which 
are so arranged as to prevent the elec- 
tric motor from being damaged by 
abrasive material which is sure to be 
in the air in the vicinity of the grinder. 
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READERS’ CLEARING HOUSE 


Questions and Answers on Dealers’ Problems 





= 





Maintaining Chevrolet Oil 
Pressure 


I am having trouble in maintaining suffi- 
cient oil pressure on a 1926 Model K Chev- 
rolet. We have tried quite a number of 
things but don’t seem to be able to get this 
pressure to hold up as it should.—Chevro- 
let Inquirer, Rock, Mich. 


E suspect that your trouble is in 

the oil relief valve which is shown 
in the illustration. In this valve you 
will see a member operated by a spring. 
The upper portion of this member is 
tapered and the lower portion is cylin- 
drical. This part is found at the left 
side of the engine about at the center. 
You should remove the pipe and then 
take off the base after which you can 
take out the oil distributor spring. The 











OIL DISTRIBUTOR 
FITTING 


INTAKE FROM 
Oj}. PUMP 


OUTLET TO 
TROUGHS 


OIL DISTRIBUTOR 
VALVE 


OIL DIGETRIBUTOR 
VALVE SPRING 


OIL DISTRIBUTOR 
VALVE SEAT 
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valve itself should be inspected to see 
that there are no sharp ridges at the 
top and bottom of the cylindrical por- 
tion as these would catch on the by- 
pass which connects to the outlet to 
the troughs. 

If these ridges or burrs are noticed 
they should be filed off. It is possible 
that someone has tampered with the 
spring and, if this is the case, a new 
one should be installed. No attempt 
should ever be made to adjust the ten- 
sion of the spring by stretching or 
compressing it. 





Back Copies Worth Keeping 


I have in my care a Star automobile and 
the other day a dispute came up regarding 
this car. My first thought was to write to 
Motor Ace for information. What I want to 
know is this. The serial number of this car 
is L-17898, engine No. 36480, Continental. 
What is the age of this car. Also is this a 
Continental Red Seal engine or is it an engine 
designed by Durant Motors and built by 
Continental? This is a six-cylinder Model 
R car.—Benson’s Repair Shop, Keokuk, Iowa. 


E are always glad to hear from 
our readers and give them any 
possible service. However, you could 


have answered your first question for 
yourself and would have saved some 
time by referring to the National Show 
Issue of Motor Age which came out 
Jan. 6, 1927. There is a special sec- 
tion in there called “How Old is the 
Used Car.” At the top center of page 
61 you would see that the car you refer 
to came out during the latter part of 
1926. Referring to the special nota- 
tion you would see that the serial num- 
bers run from August lst of the pre- 
ceeding year to July 31 of the current 
year. In other words this is probably 
referred to as a 1927 model. Further- 
more, as the serial number 16,000 was 
the first one to be produced on Aug. 1, 
1926 the one that you refer to probably 
came off of the line pretty late in 1926. 
The engine used is a regular Con- 
tinental Red Seal job. 


Burns Out Bearings at 
50 M. P. Hi. 


I have a Jordan 1922 model car with 
Continental engine. The former owner had 
trouble by burning out bearings at speeds 
between 40 and 50 miles an hour. Below 40 
miles an hour the car is all right. There is 
a force feed oiling system in this engine. 
Could you give me some information on how 
to remedy this trouble? What should the oil 
gage read at 30 miles an hour and how do 
you increase the pressure? I have not driven 
this car yet, but idling with fresh oil it 
reads only 10 pounds.—Glen Smith, Box 545, 
Ironton, Minn. 


O BEGIN with your oil pressure 
is a little low, but do not attempt to 
correct that without checking up on 
your bearing fits. The complaint sounds 
to us very much as though one or 


more of the oil passages in the crank- 
shaft were clogged up. We are show- 
ing a cross-section of the lubrication 
system of this engine. You will notice 
that the oil is picked up down in the 
crankcase after being drawn through a 
screen. If this screen is full of lint 
or dirt, it will make it impossible for 
the pump to draw up a sufficient amount 
of oil at high speed and that could 
cause failure of the bearings. Also, if 
you have a few loose bearings you will 
not maintain pressure and a great 
amount of the oil will go through the 
loose bearings with the result that the 
bearings that are more closely fitted 
will run dry and burn out. It might 
be worth your while to tear this engine 
down and remove the crankshaft to 
clean out the oil passages. As you 
say, bearings have burned out in this 
engine and, that being the case, it is 
quite probable that the oil passages 
in the crankshaft are clogged up and 
it is therefore futile to put in new bear- 
ings without clearing out these pass- 
ages. After you have the passages 
cleared out and the bearings fitted up 
you can take care of the oil pressure. 
When running at a speed of 15 to 20 
miles an hour, the gage should show 
from 10 to 15 pounds. When the engine 
is cold, or immediately after changing 
the oil, the pressure will be considerably 
higher. The oil pressure regulator is at 
the front end of the engine? as will be 
seen in the illustration. To increase 
the pressure turn the screw in, and 
to decrease the pressure, turn the screw 
out being sure to tighten the lock nut 
after making the adjustment. We would 
suggest a pressure between 20 and 25 
pounds when the engine is warm and 
running at 40 miles an hour. 
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Whippet Valve and Clutch 


Questions 


I want to get some information on the 
What clearance should the valve 
have when hot and when cold? 
adjustment for the clutch to stop it from slip- 
How much slack should the timing 


chain have, and what oil pressure should this 


Whippet four. 
Is there an 


ping F 


car have when thoroughly warmed up?— 
Edney’s Automotive and Radio Service, Ful- 
ton, Missouri. 


HE clearance of all of the valves 

should be set at .008 in., when cold. 
This will give a clearance of a little 
over .001 in. when the engine is thor- 
oughly heated. To adjust the clutch re- 
move the toe board and hand hole plate 
at the bell housing and loosen the three 
clamp screws in the rim of the fly- 
wheel. Turn the clutch cover in the 
direction opposite to flywheel rotation, 
as indicated by the arrow on the cover, 
until the distance from the rear face of 
the release sleeve to the clutch cover, is 
1% in. Tighten the clamp screws and 
recheck the distance. Should it be less 
than 1% in., loosen the clamp screws 
and turn the cover in the direction of 
flywheel rotation. After correct setting 
has been obtained, be sure all clamp 
screws are tightened. This completes 
the adjustment of the clutch. When the 
slack in the chain reaches a total up 
and down travel of about % in. it 
should be adjusted so that there is not 
more than % in. of up and down travel. 
When the engine is thoroughly warm 
the oil pressure should be about 20 lb. 
at a road speed of 15 to 20 miles an 
hour. 


These Suggestions Apply to 
* Any Car 


Can you give me some information on 
Packard single six 1926 model with 33 by 
5-77 tires and Bendix four-wheel brakes. The 
car has been driven 10,000 miles and has new 
United States Royal cord tires, steering gear 
sand front axle looks O. K. and the engine is 
tight in frame, but the car shimmies at 50 
miles an hour. I have tried a number of 
things that helped other cars, but they do not 
help this one. What suggestions can you make 
to overcome this trouble ?>—Oklahoma Repair- 


man. 
\ E will probably repeat a number 
of things that you have already 
tried, for we don’t know just what you 
have done when you say that you have 
tried a number of things that have 
helped other cars. The first thing to do 
would be to eliminate all lost motion 
in all of the steering connections, leav- 
ing only about an inch or an inch and 
a half of play as measured on the rim 
of the steering wheel. Inspect the wheel 
bearings to see that the cones are snug 
on the spindles and that the bearing 
cups are snug in the hub. Adjust the 
bearings so that the wheels revolve 
freely, but so that there is not more 
than 1/16 of an inch of “shake” on 
the rim of the wheel. Then check the 
front system for toe-in. 
In doing this it is well to jack up 
both front wheels so that they clefr the 
ground by about 1 in. and then spin 
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them, holding a piece of chalk or a 
pencil near the center of the tread. Be 
sure to hold the chalk steady so that 
there is a perfectly straight mark on 
the tire. Either press out on the inside 
at the front of the wheel or push in at 
the rear of the wheel in order to take 
up any possible play in the spindle con- 
necting rod joint. Then measure the 
toe-in. This should be between zero and 
14, of an inch on this car. 

The tires should be equally inflated. 
On this model the pressure should be 
40 lb. for high speed work. If the shim- 
my still persists the wheels with tires 
mounted should be carefully balanced. 
As a balancing stand is probably not 
available, you can thoroughly wash the 
bearings of all grease and lubricate 
them with a little light oil. Then put 
the wheel back in place and adjust the 
bearings so that there is practically 
no shake to the wheel and still so that 
the wheel revolves freely. If this is a 
wire wheel job you can wrap wire 
solder on the spoke on the light side 
and tape it in place. If it is not a wire 
wheel job you will have to arrange to 
secure weights at the rim in some other 
way. 

Another thing that is sometimes over- 
looked and which is responsible for 
shimmying, especially at high speed is 
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SHOP KINKS 
Teas that have proved useful 
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Many mechanics have experi- 
enced trouble in removing and 
replacing the bars on_ spring 
clips when repairing or replacing 
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rear springs on a Ford car. I 
use a large C clamp to compress 
the spring clip which permits the 
bar to be easily taken off or re- 
placed —tLloyd F. _ Liefers, 
Brubaker & Bridges Garage, 
Gillespie, Ill. | 


Readers of Motor AGE are invited 

to submit ideas that they have found 

| useful in doing some particular serv- 
ice job in the shop in a better or 
quicker way. For each one published 


$2.00 will be paid. Whenever pos- 























_ sible the idea should be accompanied ' 
by a sketch or diagram from which 
a drawing can be made. 
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looseness of the spring clips or shackle 
bolts. 
irregularities in the road to set up a 
vibration which may become very seri- 
ous when the car is running fast. 


Excessive play here will permit 





Sleeve Work on the Willys- 
Knight 


Will you please inform me as to the best 
way to hook up sleeves in a, Willys-Knight 4 
Model 64?—Leonard Ottoright Garage & Ma- 
chine Works, Tomahawk, Wis. 


= working on the sleeves and sleeve 


rods it is necessary to take off the 


cylinder head and cylinder block. Care 
should be exercised to see that the cap 
at the bottom of the sleeve rod does 
not drop down into the pan. If there is 
appreciable play in the lower sleeve rod 
bearings, the cap should be carefully 
filed until the play is removed, but no 
binding felt. 
cap in the same position in which it 
was taken off. The pin at the top is 


Be careful to place the 


locked in the ears on the sleeve and 
turns in the upper end of the rod. 
This ordinarily needs no adjustment as 
the wear at this point is very slight. 
If this part is too tightly fitted there is 
danger of the ears being broken from 
the sleeve. The sleeves should always 
be put back in the same cylinders from 
which they were removed. 


Ford Chassis as Trailer 


I would like to make a trailer out of a 
Ford chassis, but do not know how to hold 
up the front and rear radius rods. If these 
are not held in place the conventional spring 
extension would not be satisfactory. What 
suggestion can you make to help me out on 
this?—W. H.  Fillington, Warra, O’land, 
Australia. 





a arranging your Ford chassis as a 
four wheel trailer, we would suggest 
that you leave the crankcase of the 
engine in place. That will give a suit- 
able support for the front radius rods. 
We would further suggest that you re- 
move the rear axle and take the drive 
shaft and pinion out of the rear axle 
assembly. Put the drive shaft housing 
back in place and connect the universal 
ball socket to the rear end of the 
crankcase. 


Installing Supercharger 

Is it logical or possible to apply a super- 
charger to regular passenger cars ?—Harold 
Bates, 8304 S. Morgan St., Chicago, III. 





HILE it is not logical, ordinarily 

speaking, it is perfectly possible 
to apply superchargers to passenger 
cars. The reason we say that it is not 
logical is that the cost of installation 
is out of all proportion to the result 
obtained. Superchargers find their 
greatest field of usefulness in aviation 
and racing. In aviation, flying at high 
altitudes reduces the power of an en- 
gine, but a supercharger is able to 
maintain an engine power at high alti- 
tude where the atmosphere is very thin, 
by pumping the mixture into the cylin- 
ders. Some of the latest superchargers 
have pressure relief valves. 
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Timing Willys-Knight 
Balancers 

We have a Willys-Knight model 64, which 
had the balancers taken off. Can you give us 
instructions on how to get them back in place 
correctly? Does it harm the engine to run 
without them? Colvill.—Tonosket, 
Washington. 


George 


T is an easy matter to connect the 

balancer on this car up correctly. 
Running without it will cause consider- 
able vibration. As you know, the bal- 
ancer consists of two cylinders. These 
rotate at twice crankshaft speed—being 
geared to each other and to the crank- 
shaft. These cylinders have holes 
lengthwise in them, and they are cor- 
rectly installed when the hole is up, 
and the heavy portion down with the 
crankshaft vertical, that is, the pistons 
should be on dead center. It does not 
matter whether No. 1 and No. 4 pistons 
are up or down, just so they are on 
the dead center position when the teeth 
are meshed. By meshing the gears 
when the balancer is so located, it will 
be found that the heavy portion of the 
cylinder is again down when the crank 
has been turned one-half revolution, 
which will give the other dead center 
position. | 


Camshaft Knock in This Car 


I have a 1926 model ‘“K’’ Chevrolet that 
has been driven about 6,000 miles. 
has a slight knock in it. All connecting rods 
and main bearings have been tightened. I also 
installed new wrist pins, but the knock is still 
there. It seems to be in the valves, but ad- 
justing them does not help. It sounds just 
like the wrist pin knock, but it is not that. 
Do you suppose it is a camshaft knock ?— 
Chevrolet Inquirer, Rock, Michigan. 


This car 


ROM our experience with these cars, 

we would say that the knock which 
you refer to is caused by a loose rear 
camshaft bearing. With the engine 
running so that the knock can be heard, 
and with the rocker arm cover off you 
can test to see if the camshaft bear- 
ings are tightened. Take a hammer and 
place the end of the handle against the 
rocker arm in such a way as to bring 
continuous pressure against the cam- 
shaft. By bearing down hard in this 
way you can hold the loose camshaft 
against one side of its bearing, and if 
a loose bearing is causing your knock 
this will eliminate it temporarily. The 
permanent cure, of course, is to replace 
the loose bearing. 


Essex Front Bearing Re- 
moval Easy 


Please tell us the best way of removing 
the front main bearing cap on a 1925 and 1926 
Essex car.—O. G. Johnson & Co., Minier,’ Ill. 

O remove this main bearing cap it 

is necessary to take the studs out 

of the engine. You have probably just 
removed the nuts on the studs and then 
attempted to drop the bearing. The 
bearing will go part way down but then 
must be moved back. A convenient way 
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of removing studs is to lock one nut 
against another. That is, loosen the 
main bearing nut and then draw an- 
other nut up against it. Then with the 
two nuts jammed onto the studs, the 
studs can easily be removed. 


Getting at Clutch on 
Buick 


I have a loose fitting clutch hub that must 
be removed on a Buick model 24-6-41. Does 
the whole rear end and transmission have to 
be taken down to get at this? — Joseph 
Jankoviak, 820 Avenue D, Rochester, N. Y. 


N ORDER to remove the clutch from 

this car it will be necessary to hoist 
the rear end of the car, disconnect the 
rear axle and driveshaft and draw it 
back, breaking the connection at the 
universal joint. Then by removing the 
cap screws around the clutch housing 
flange the transmission can be pulled 





Cut-away of Buick clutch 


back and dropped. While you have 
this clutch open for service, it would 
be well to mount a dial gage on the 
flywheel in such a way that the con- 
tact finger of the gage touches the 
machine surface of the back of the 
fiywheel housing. This housing should 
be true within .004 in. If it is not true 
the clutch will be thrown out of line 
when the cap screws that carry the 
clutch housing are pulled down. 


Tire Flat Rates 


Can you give me a price on changing tires 
and patching tubes on Fords and larger cars? 
—L. W. Gross, Saguache, Colo. 


rr is impossible to quote a price for 
one part of the country that will 
hold good in all sections, but here are 
some figures that are generally appli- 
cable. Remove casting, put one patch 
on tube and reinstall casing, 3% in. 
size, $0.50; 4% in. size, $0.75; 5% in. 
size, $1.00, and 6% in. size, $1.25. An 
extra charge of $0.35 is made for each 
additional patch. 
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How Size of the Tire Affects 
Speedometer 


If a car is equipped with 32 by 4 tires 
and then changed to 33 by 4!2 does that de- 
crease the speedometer reading? If so, 
much does it change it per hundred miles, or 
per thousand miles? Does it decrease the 
speed reading and if so how much difference 
will it make at 60 miles an hour?—Joseph 
Jankoviak, 820 Avenue D, Rochester, N. Y. 


T= 
sider in the tire is only 1/32. That 


is the car goes 1/32 farther with a 33 
in. tire than it did with a 32 in. one for 
every turn of the wheel. In 100 miles 
the speedometer reading would be be- 
hind 3.12 miles and in a thousand miles 
it would be behind 31.2, assuming that 
the speedometer is correct. At a speed 
that was formerly recorded as 60 miles 
an hour the indication on the speed- 
ometer would now be 1.87 miles under. 


how 


increase that we have to con- 


Putting Old Rings Back Kivls 
Power 

I have a 1926 Oakland coupe that doesn't 

seem to develop its normal amount of power 
at all speeds. On the level I can get a maxi- 
mum of about 50 miles an hour and on a slight 
grade can get about 30 miles an hour. These 
limits are reached quite readily but more than 
that cannot be attained. I am sure that the 
timing and action of the automatic advance is 
O. K. The tried with 
every possible setting. Recently the block was 
re-honed and to be sure of getting plenty of 
oil on the walls during the breaking-in pro- 
cess I put the old piston rings back. The car 
has been run in for 5,000 miles and I now 
wish to put in the new rings.—R. F. Wilkin- 

son, 912 Oak Hill Ave., Hagerstown, Md. 


carburetor has been 


E have no doubt that your entire 

trouble is due to loss of compres- 
sion as the result of using the old rings. 
We feel that your problem will be 
cleared up when you install the new 
piston rings. 


Too Much Bouncing 
When riding in the front seat of my four- 
cylinder 1925 model three-door Hupmobile 
sedan, I find that I bounce up and down too 
much. This condition persists even on con- 
crete roads that seem smooth. Can this be 
overcome ?—H. D. Cox, Louisville, Ill. 


HE bouncing action that you refer 

to in the Hupmobile is probably due 
to excessive lubrication of your springs. 
The use of good shock absorbers or 
snubbers, is a wonderful help in over- 
coming this trouble. However, it is too 
much to expect that a snubber can 
compensate for springs that have been 
improperly serviced. We would suggest 
that you remove these springs, wash 
them off thoroughly, sandpaper any 
rough spots and then assemble the 
springs with a thin coating of graphite. 
Be sure that the rebound clips are in 
place and pull the spring clips down 
tight. Excessive bouncing is sometimes 
present when springs are too weak, or 
where leaves are broken, and at the 
time that you service your springs you 
would, of course, replace any broken 
leaves. 
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to Electrical Questions 
















































Dodge Armature Circuits 


I am trying to rewind a Dodge Northeast 
starter generator armature for the Model G. 
I can’t dope out how the winding connects to 
the commutator. Can you send me a diagram 
showing all the connections for the commu- 
I cannot seem to get anywhere in 
figure how this winding travels from 
to the other and to the different 

around the armature.—S. W. 
Frisco, Utah. 


tator, as 
trying to 
one slot 
segments 
Moebius, 
A> a general thing we do not recom- 
mend that armature winding be 
done in the automotive electrical serv- 
ice stations, unless especially equipped 
for the work. There are specialists in 
armature rewinding who can usually 
rewind an armature for the repairman 
at a decided saving in time and money 
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to the service man, as compared to at- 
tempting to rewind it himself. How- 
ever, aS you are already into this 
job, we will give you the necessary 
help in order that you can finish it. 
This is the open slot type with 25 
slots, 25 segments, four poles, operat- 
ing on 12 volts. The coil span is 1 and 
7 wound clockwise. Four turns of .075 
by .125 rectangular copper wire, double 
cotton cover insulated. No. 1 segment 
can be any slot and the segment to the 
right of the mica, which is in a direct 
line with that slot, will then be the 
No. 1 segment right of the split. The 
commutator segment on this model 
splits the slot. Connections are four 
left of the split and nine right of the 
split, connected as follows: Connect 
beginning lead of the coil in No. 1 slot 
to No. 4 segment left of the split. Con- 
necting finishing lead of the coil in No. 
1 slot to No. 9 segment right of the 
split. The spread is one and thirteen. 
The coils should be form wound. 
Note: From Auto Electric Publishing Co. 





Ignition Trouble 
I have a 1923 Studebaker light six. When 
the throttle is suddenly pressed about %4 in 
down the engine will seem to hit on about 
‘inders for the first ‘ovr or 


three "or four c" 





five seconds and then hit on all six and run 
much faster. The engine has been completely 
overhauled, but will not do over 20 miles per 
hour in second speed.—I. D. Schlosser, Chicago. 


HIS looks like ignition trouble. 

Would suggest checking the spark 
by removing a wire from a plug and 
holding it within 3/16 in. or % in. of 
the engine to see whether it misses 
occasionally. If the spark seems to be 
weak and misses occasionally it would 
be well to try a new ignition coil. 





Reo Wiring Uses Ammeter 
With No Terminal 


In repairing a Reo six-cylinder truck I 
found that the ammeter only had one wire 
and I would like to know why this is and 
would also like the complete wiring diagram 
of the truck.—R. A. Barnes, Whitehouse, 
Ohio. 

= requesting a wiring diagram of 

anything it is highly advisable to 
give us all information possible as it is 
likely that you will get the wrong dia- 
gram if you do not give us this infor- 
mation. We show here a Reo diagram 
that uses an ammeter with no term- 
inals. Strange as this may seem it is 
a fact that this ammeter works satis- 
factorily without any connection being 
made to it. It is a well known electrical 
phenomena that a magnetic field sur- 
rounds any wire that is carrying cur- 
rent. When one is building up a mag- 
netic coil the only reason the wire is 
coiled up is to increase the magnetic 
effect. That is, the total strength of the 
magnet is, naturally, the strength of 
the field around one wire times the 
number of turns of wire. We are show- 
ing a diagram of the ammeter that 
needs no terminals. This is a Westing- 
house type “B-T” ammeter. Here there 
is a small permanent magnet mounted 
parallel with the face of the meter. 
Between the north and south poles of 
the magnet is a diamond shaped piece 


straight up. It can be seen that so 
long as the field from north to south 
is not interrupted the pointer will re- 
main at zero on the ammeter. How- 
ever, there is a magnetic yoke at right 
angles to the permanent magnet. 
Through this yoke the battery wire or, 
more correctly, the generator to battery 
wire passes. As current flows through 
this wire, a magnetic field with strength 
in proportion to the current flowing is 
built up around the wire. As the cur- 
rent flows in one direction the magnetic 
field is built in one direction. As the 
current flow reverses, the magnetic 
field reverses. This magnetic field, pro- 
duced by the current flowing through 
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the wire, re or distorts the mag- 
netic field that is produced by the per- 
manent magnet. The diamond shaped 
piece of soft iron that is pivoted be- 
tween the poles of the permanent mag- 
net is therefore deflected in proportion 
to the amount of current that flows 
through the wire and, consequently, the 
ammeter reading closely follows the 
actual current that flows. The only dis- 
advantage to the use of a meter of this 
kind is that the permanent magnet is 
affected permanently by the action of 
the magnetic yoke with the result that 
the ammeter sometimes becomes in- 
accurate. This, however, can be cor- 
rected by carefully sending heavy cur- 
rent through first in one direction and 
then in the other until the needle rests 
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of soft iron with a pointer going at zero when no current is flowing. 
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Legal Queries on Automotive Topics 








HERE was a crew of men here 

in December of 1926 selling 
portraits for the Chicago Portrait 
Co. One of the men, Mr. W. L. 
Teany by name, owned a Chrysler 
sedan. He brought this sedan in 
to be repaired and overhauled as 
he had lost all the oil out on the 
road and had ruined the entire 
motor. Repairing the motor, stor- 
age and doing other work that he 
requested, made the total bill 
$253.29. Before the car was fin- 
ished he was called to Rushville, 
Indiana, to work for a few weeks. 
He left instructions for us to no- 
tify him when the car was com- 
pleted and the total amount of the 
bill, which we did. Then he wrote 
us that he would arrange to get 
the money and come after the car; 
this was on Jan. 17. After that 
letter we have not heard from him. 


Yesterday there was a man 
named Johnson in our place asking 
if we had a car stored here be- 
longing to a Mr. Teany. We told 
him yes, and then he proceeded to 
describe the car. The description 
was correct. This man Johnson 
said he represented a finance com- 
pany of Chicago and this man 
Teany was back on the car pay- 
ments, as he had not paid any pay- 
ments since November, 1926. This 
Mr. Johnson then said he would 
like to sell this car to us, as his 
company had $409 tied up in it. 
He offered it to us for $360. We 
told him that we did not want to 
buy the car because all we wanted 
was our money for parts and 
labor, etc. He then said that if 
we would not buy it they would 
foreclose the mortgage and re- 
plevin the car and then we would 
be out the repair bill. I did not 
care to answer to that statement 
because I had not investigated this 
kind of a situation from a legal 
standpoint. I then went to an at- 
torney who is considered a very 
reliable lawyer. I put the prop- 
osition up to him as I am to you. 
After examination of the statutes 
and court cases, he informs me 
that we are just out of luck and 
stand every chance in the world 
to lose the money and car too. He 
admits that this law may be very 
unjust but nevertheless it is writ- 
ten. We thought that as long as 
the car was in our possession that 
we had a lien on it, but the way 
this attorney reads the law, the 
mortgage comes before the lien, 
which condition is not true with 
mortgages on homes, buildings and 
some other articles. 

We still think that there is some 


Answers by Wellington Gustin 


way in which a garage man can be 
protected on a bill of this kind. If 
there is no law which will protect 
a man or a garage in a matter of 
this kind, then it is time for every- 
body in the automobile business to 
be put wise to a deal of this kind. 
It means simply this, that when a 
man brings a car into a repair 
shop, the owner must find out if 
the car is mortgaged (which would 
be hard to do) and if it is he must 
demand a deposit on the job or 
payment in full, otherwise he is 
just gambling.—The Bailey Auto 
Sales Co., Virginia, IIl. 


: wh have stated a _ proposition 
which has vexed the legislatures 
of many states as well as bearing 

directly on the business of dealers and 
garage owners. The question is how 
can the repairman be protected without 
doing injury to the dealer, the seller, 
and the mortgage holder? For it would 
be unjust to protect one class as 
against the other, would it not? 

The laws of Illinois give the holder 
of a valid chattel mortgage on an 
automobile executed and recorded be- 
fore the creating of a subsequent repair 
lien, the first right to the property and 
the right to sell same for the repay- 
ment of the loan secured by the mort- 
gage, before the subsequent lien for 
repairs is permitted to take. 

Some years ago the Legislature of 
Illinois passed a garagekeeper’s lien 
law which gave the repair lien prefer- 
ence over the prior lien of a chattel 
mortgage. But the law was declared 
unconstitutional and void in a test case 
by the Supreme Court of Illinois. It 
was urged that the law was void as 
being class legislation, that is, creating 
and bestowing special rights and reme- 
dies upon an indicated class of citizens, 
namely, garagekeepers. Further it was 
said to be void because it impaired the 
obligation of contract, which was not 
permitted the legislature to do by the 
constitution of the state. In this 
respect it was urged that to permit a 
subsequent lien to take precedence over 
a mortgage would be to impair and 
often destroy the terms of an already 
existing contract of mortgage. 

The statute in question in Illinois was 
replaced by another so-called “garage- 
keeper’s lien” law which does not at- 
tempt to give the repair lien a prefer- 
ence nor does it limit the lien to a 
particular class of citizens. I criticized 
this law through MorTor AGE as being 
too ineffectual and because of its ad- 
mitting of the condition arising of 
which you are caught the victim. The 
lawyers who prepared the statute for 
presentation to the Legislature replied 
that under the ruling of the Supreme 





Court no other law was_ possible. 

My point was a provision should be 
incorporated with any act giving a 
priority to a repair lien on the ground 
that the mortgage holder who leaves 
the car in the hands of the mortgagor 
to use must impliedly authorize the 
mortgagor to have the repairs made. 
And I have urged that where a case 
would warrant the expense involved the 
repairer might carry his case to the 
Supreme Court, even as the law now 
stands on the ground of implied author- 
ity from the mortgage holder and the 
enhanced value of his security due to 
the repairs. 

These two features seem to me the 
better reasoning why the Supreme 
Court should grant priority to a repair 
lien, than its arguments why the former 
statutory law was’ unconstitutional. 
When a mortgage holder permits the 
owner to retain and use his car he 
knows it is subject to wear, tear and 
even complete destruction in the hands 
of the mortgagor. He contracts with 
this in view and he knows repairs may 
be necessary from time to time. So 
could the court not fairly conclude 
that the mortgage holder who places 
the car in the hands of the mortgagor 
to use, thereby impliedly consents to 
having repairs made and be bound by 
the lien? Since the security is en- 
hanced just the value of the repairs, he 
is not injured by such a rule of law; 
but to hold as is done he often receives 
a value for which he gives nothing in 
return and the innocent party, the re- 
pairman, is made to suffer. 

It is now the duty of the repairman 
to search the records for chattel mort- 
gages before he repairs. This places 
an.undue and often futile burden upon 
the repairman. In the first instance 
the evil lies in the mortgagee per- 
mitting the mortgagor to retain pos- 
session and use of the car. The repair- 
man should not suffer thereby. 

Whether you might be able to win 
your case on the grounds indicated 
would, of course, rest ultimately with 
the Supreme Court. This would be 
approaching the courts on a different 
angle from the former adjudicated case. 

Unless you are willing to expend time 
and money for a principle then you had 
best compromise on best terms pos- 
sible. If the car is worth more than 
the offer made then it will reduce your 
loss that much. But you can force the 
mortgage holder to foreclose in your 
courts and buy in at the sale, if cheaper, 
thereby saving the cost to you of the 
court procedure, as you would be freed 
to foreclose should you become assignee 
of the mortgage, unless some provision 
of the mortgage waived the formality. 

Of course your claim is still valid 
against this original debtor. 








































































Motor Age 


Prices and Weights of Current Passenger Car Models 
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BODY STYLE PRIC® 
**6 .66"" 

Roadster $1,095 
Touring 1,145 
Cabriolet 1,295 
Sport Sedan 1,195 
Sedan 1,295 


Wanderer Se’n 1,345 


#8. 77” 
Roadster $1,395 
Touring 1,445 
Cabriolet 1,595 
Sport Sedan __— 1,495 
Sedan 1,695 
Wanderer Se’n 1,745 
(130 in. W. B.) 
Sp. Roadster $1, +44 
Touring 2,0 
Cabriolet Be 095 
Sport Sedan 2,095 
Sedan 2.195 
Wanderer 2,245 
Touring 2,295 
7 ing W. 
Sedan $2,595 
#4975"" 
Roadster $1,195 
Touring Be 
Coupe 1,195 
2d. Sedan 1,195 
Coupe 1,275 
Spec. Coupe 1,275 
4d. Sedan 1,295 
Town Bro’m § 1,375 
44#490"" 
Coupe $1,465 
2d. Sedan 1,395 
4d. Sedan 1,495 
444 98"" 


Sp. Roadster $1,495 
Sp. Touring 1,525 
Country Club 1,765 
Coupe 1,850 
Conv’t Coupe l, 925 
Brough. Sedan 1,925 
Sedan 1,995 


**314"" yy ae Line 

(82 in. W. 
tA Ba $2,995 
Coupe 3,100 
Victoria 3,195 
Sedan 3,250 
Sport Coupe 3,500 
Sport Sedan 3,650 

oP se in. W. B.) 

p Sedan $3,400 

p Imperial 3,535 


Built (132 In. W. B.) 


Roadster $3,350 
Conv’t Coupe 3,450 


138 in. W. B.) 


Touring $3,450 


Phaeton 3,450 
Sp. Phaeton 3,975 
Coupe 3,855 
Sedan 3,995 
Suburban 4,125 
Imperial 4,350 
R “Big Six’’ 
Roadster $1,695 
Touring 1,695 
Met. Sedan 1,595 
Coupe 1,675 


Country Club 1,675 
De Luxe Se’n 1,695 
Sedan 1,895 


“Standard Six” 


Touring $ 945 
De Luxe Tour. 1,005 


Sport R’dster 1,135 
Sedan 995 
Coupe 1,035 
De Luxe Se’n_ 1,095 
De L. Coupe 1,125 
‘Special Six’’ 
Touring $1,145 
Sport Touring 1,295 
upe 1, 195 
De L. Coupe 1,285 
Sedan ,295 
Sedan De L. 1,345 
Royal Str. 8’ 
ouring $2,195 
og 2,195 
upe 2. 195 
Country Club 2. 195 
Seda 2 195 
Solem 2. 295 
LET “AA” 
Roadster $ 6525 
Touring 525 
Utility Coupe 625 
Coach 595 
Sedan 695 
Pp Cabriolet 715 
Landau Sedan 745 


Imperial Land. 780 





SHIP 
WT. PASS. 


BODY STYLE 
CHRYSLER ‘‘50’’ 
2145 Touring 
2025 Roadster 
2130 2-4-p Roadster 
2230 Coupe 
2235 Coach 
2410 Sedan 
2350 Landau Se’n 
«6907 
2570 Touring 
2615 2 Roadster 
2685 3 Coupe 
2795 Coacht 
2835 Sedan 
Land. Sedan 
6*79”’ 
2845 2-4-p Roadster 
2930 Phaeton 
2905 Sp. Phaeton 
2905 Coupe 
3000 2-4-p Royal Coupe 
3090 Brougham 
3150 Royal Sedan 
2935 2- 4-p Cabriolet 
3160 Crown Sedan 
(185! 
3765 5 Phaeton 
3805 2-4-p Roadster 
4110 Coupe 
Pad Sedan 
4055 Sedan 
(192! in.*) 
4090 Coupe 
4025 Cabriolet 
(198!fo_ Iin.*) 
* Sportif 
4195 Sedan 
4370 Sedan Lim. 
4432 Town Car 





tCloth Upholstery. 


extra cost. 


PRICE 


$1,095 
1,175 
1,245 
1,145 
1,245 


1,295 


5,495 


Leather at 


*Overall length. 


CUNNINGHAM ‘“V-7” 
4500 Sp. Touring $6,150 
4600 Touring 6, 50 
4700 Coupe 7,600 
5000 Limousine 3” 100 
DAGMAR **6-70"" 
3750 4-p Roadster $3,500 
3800 4-p Sp. Tourer 3,5 
3700 4-p Phaeton 3,500 
4200 4-p Petite Coupe 4,500 
4200 4-p Petite Sedan 4,500 
4500 4-p De L. Coupe 4,750 
4700 5-p Sedan 4,700 
4800 T-p Sedan 4,750 

**6.60"" 
3150 5-p Touring $1,785 
3100 2-p Roadster 1,985 
3200 4-p Sp. Touring 1,985 
3500 5-p Sedan 2,445 
DAVIS "92.27" 
2915 5-p Legion. Tour. $1,395 
3000 5-p Sedan 1,595 
3055 5-p Imperial Se’n 1,795 

**94.27"" 
2350 5-p Roadster $1,245 
2500 5-p Touring 1,285 
2570 5-p Sedan 1,285 
2375 3-p Coupe 1,285 
2575  5-p Imp. Sedan 1,385 

**98.27"" 
3050 6-p Touring $1,795 
3000 4-p Polo R’dster = 1,795 
3150 4-p Princess Cp. 1,865 
3200 65-p Emperor Se’n 1,885 
DIANA ‘St. 8” 
3100 5-p Phaeton $1,595 
2995 5-p Royal Rdstr 1,695 
2995 5-p Palm B. Rdstr 1,795 
3336 T-p Touring 1,995 
3160 5-p Cab. Rdstr 2.295 
3170 5-p 2d Sedan 1,695 
3275 5-p 4d Sedan 1,995 
3160 5-p Cabriolet 1,995 
3640 7-p Sedan (135 in. 

W. B.) 2,695 
DODGE BROTHERS 
2439 -p Roadster $ 795 
2530 2-p Spec. R’dster. 845 
2584 5-p Touring 795 
2679 5-p Spec. Touring 845 
2646 2-4-p Sport Rds. 975 
2727 2-4-p Conv’t Coupe 995 
2613 2-p Coupe 845 
2702 2-p Spec. Coupe 895 
2828 5-p Sedan 395 
2924 5-p Spec. Sedan 945 
2912 .5ep De L. Sedan 1,075 
“Senior 6’ 

3412 Sedan 1,595 








SHIP 
wT. BODY STYLE PRICE 
DU PONT “Ee” 
3700 Roadster $2,800 
3850 Touring 2,800 
3850 Coupe 3,200 
4100 Sedan 3,400 
4100 Conv't Sedan 3,750 
ELCAR **6-70"" 
cae Touring $1,275 
2580 Lan. R’dster 1,475 
2670 Brougham 1,295 
2750 Sedan 1,395 
“g8.g9"" 
had Touring $1,645 
3320 Land. R’dster 1,870 
3410 Brougham 1,595 
3490 Sedan ,790 
**8.90"" 
3675 Touring $2,465 
3620 Land. R’ster 2,295 
3710 Brougham 2,195 
iateid Sedan 2,265 
3895 Sedan 2,465 
4245 Sedan 2,765 
ERSKIN **6”" 
2300 Tourer $ 945 
2265 Bus. Coupe 945 
2400 Cus. Sedan 995 
2330 2-4-p Sport Coupe 995 
ESSEX ‘Super Six’’ 
2150 2-p Speedabout $ 700 
2230 4-p Speedster 785 
2450 5-p Coach 735 
2340 2-p Coupe 735 
2530 5-p Sedan 4d 795 
2490 5-p Sedan Del. 895 
FALCON KNIGHT 
2450 , Roadster $1,045 
wea Touring aed 
2565 jee Coupe 995 
2735 war Landau 1,145 
2665 5-p Brougham $ 995 
2700 5-p Sedan 1,095 
FLINT “*Z~-18"" 
2580 DeL. Coach 895 
**60"" 
2750 5-p Touring $1, a 
2885 4-p Sp. Roadster 
2890 4-p Coupe Rdster 1, "395 
3030 5-p Sedan 4d 1,395 
3010 =5- Brougham 1,395 
*“80"" (120 in. W. B.) 
3245 5-p Touring $1,450 
3395 4-p Sp. Touring 1,595 
3500 4-p Coupe 1,795 
3625 5-p Sedan 1,850 
(130 in. W. B.) 
3470 7T-p Touring $1,595 
3780 7-p Sedan 2,050 
FORD oy 
1658 2-p Runabout $ 360 
1732 5-p Touring 380 
1820 2-p Coupe 485 
1950 6-p Tudor Sedan 495 
2002 5-p Fordor Sedan 545 
FRANKL 11-B”’ 
3015 3-p Sport Road. $2,690 
2975 5-p Touring 2,635 
3105 3-p Coupe 2,490 
3150 3-5-p Coupe 2,565 
3230 5-p Sedan 2,790 
316 4-p Victoria 2,740 
3230 5-7-p an 2,840 
3230 5-p Oxford Sedan 2,815 
3305 4-p Sp. Sedan 2,910 
3360 7-p Limousine 2,940 
GARDNE **80”’ 
3030 4-p Roadster $1,395 
3030 4-p R’dster DeL. 1,495 
3375 5-p Bro’m Coupe § 1,695 
3375 4-p Victoria Cp. 1,695 
3370 5-p Sedan 1,695 
3370 5-p Sedan DeL. 1,795 
3375 5-p Bro. Cp. DeL. 1,795 
3375 4-p Vic. Cp. DeL. 1,795 
#*99’’ 
3400 2-4-p Roadster $1,995 
3475 4-p Landau Rd. 2,295 
3690 5-p Brougham 2,295 
3730 5-p Sedan 2,295 
3690 - Victoria 2,295 
HUDSON “Std. Line” 
3505 Coach $1,285 
3620 Sedan 1,385 





SHIP 
WT. PASS. BODY STYLE PRICE 
“Custombullt’”’ 
3480 2-p Roadster $1,500 
3565 7-p Phaeton ; 
3660 4-p Brougham 1,575 
3755 5-p Sedan 1,750 
3870 T7-p Sedan 1,850 
HUPMOBILE ‘A.1” 
2620 5-p Touring $1,325 
2660 2-4-p Roadster 1,385 
2800 5-p Sedan 1,385 
2800 2-4-p Coupe 1,385 
2890 5-p Brougham 1,385 
‘*E 3" 
3300 5-p Touring $1,945 
3360 7-p Touring 2,045 
3355 2-4-p Roadster 2,045 
3465 2-4-p Coupe 2,345 
3515 5-p Brougham 2,245 
3545 5-p Sedan 2,345 
3525 5-p Victoria 2,345 
3360 7-p Sedan 2,495 
3360 7-p Sedan Lim. 2,595 
JORDAN “oR” 
2775 4-p Sport Salon $1,595 
.... 2-4-p Tomboy 1, 
2775 5-p Sedan 1,595 
65.1"? 
2915 4-p Playboy Rd. $1,545 
3070 2-4-p Sport Coupe 1,695 
3200 4-p Cus. Victoria 1, 695 
3200 5-p Cus. Sedan 1,695 
Series ‘‘AA’”’ 
3470 5-p Cus. Sedan $2,495 
3470 4-p Cus. Victoria 2,495 
KISSEL ‘6-55"" (124 in. W. B.) 
3020 5-p Phaeton $1,685 
3160 4-p Speedster 1,895 
3483 4-p Coupe R’dster 1,895 
3300 5-p Brougham 1,695 
3486 5-p Spec. Bro’m 1,795 
3440 5-p Bro’m Se’n 1,895 
3378 5-p Conv’t Bro’m 2,295 
(131 in. W. B.) 
3660 7-p Touring $1,785 
3225 4-p Tourster 1,895 
3596 5-p ec. Bro’m 
Sedan 2,095 
3770 7-p Sedan 2,295 
**8.65’" (125 in. W. B.) 
3240 5-p haeton $1,885 
3155 4-p Speedster 2,095 
3343 4-p Coupe R’dster 2,095 
3330 5-p Brougham 1,895 
3345 5-p Spec. Bro’m 1,995 
3400 5-p Bro’m Sedan = 2,095 
3518 5-p Conv’t Bro’m 2,495 
(132 in. W. B.) 
3360 T-p Touring $1,985 
3155 4-p  Tourster 2,095 
3455 5-p Spec. Bro’m 
Sedan 2,295 
3630 T7-p Sedan 2,495 
**8.75"’ (131 in. W. B.) 
3220 5-p Phaeton $2,185 
3360 4-p Speedster 2,395 
3578 4-p Coupe R’dster 2,395 
3565 5-p Brougham 2.195 
3671 5-p Spec. Bro’m 2,295 
3760 5-p Bro’m Sedan 2,395 
3863 5-p Conv’t Bro’m 2,795 
(139 in. W. B.) 
3630 7-p Touring $2,285 
3335 4-p Tourster 2,395 
3755 5-p Spec. Bro’m 
Sedan 2,595 
3975 7-p Sedan 2. 795 
3910 65-p Bro. Sed. DeL. 2. 985 
4080 7-p Sedan DeL. 3,495 
4125 7-p Ber. Sed. DeL. 3,585 
LASALLE 
3702 2-4-p Roadster $2,525 
3716 4- Phaeton 2,495 
3834 2-4-p Coupe 2,585 
fe -4-p Conv’t Coupe 2. 635 
3795 4-p Victoria 2.635 
1063 5-p Sedan 2,685 
LINCOLN hd hd 
4930 -p Sport R’dster $4,600 
4920 7-p Sport Tour. 4,600 
4960 4-p Sport Phaeton 4,600 
4910 4-p Coupe 4,400 
4920 4-p Sedan 4,800 
5030 5-p Sedan 4,800 
5050 T7-p Sedan 5,000 
5180 7-p Limousine 5,200 
LOCOMOBILE ‘‘8-70’’ 
..  Collap. Coupe $1, _ 
3330 5-p Brougham 1,89 
3335 5-p Sedan 1, 895 
a a ve DeL. Sedan 2.550 
5-p DeL. Bro’m 2,550 
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Prices and Weights of Current Passenger Car Models 
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BODY STYLE PRICE 


**8-§80’’ 

Sp. Touring $2,850 
Collap. Coupe 3, 000 
Sedan 2,850 


Sedan 3°350 
Sub. Sedan 3,500 
#*90”’ 
Sportif $5,900 
Roadster 5,900 
Touring 6,000 
Victoria Se’n 7,300 
Vic. Sed. (div.) 7,450 
Cabriolet 7,500 
Suburban 7,500 


Town Bro’m 7,500 
Collap. Cab. 7,750 
4g” 


Sportif § 
Touring § 
Roadster § 
Touring Lim. § 
Victoria Sed. § 
Brougham § 
Ene. Dr. Lim. § 
Cabriolet § 


§—Price a application 


“Ty 
Roadster $5,400 
Sp. Touring 5,600 
Coupe 6,720 
Tour. Sedan 6,720 
Tour. Sedan 6,810 
Sedan 6,720 
Sedan 6,810 
Spec. Sedan 6,810 


“Straight 8’’ 

ouring 3,180 
Roadster 3,050 
Sedan 3,180 
Sedan 3,680 
Sub. Sedan 3,780 
Coupe 3,180 
Broug. Coach 3,180 
Town Car 4,600 

hd. hd 

Speedster $1,895 
Speedster 1,965 
Coupe R’dster 1,995 
Coupe 1,895 
Sedan 2d. 1,795 
Sedan 4d. 1,895 


Cus. Se’n 3W 2. 596 
Cus. Victoria 2,595 
Cus. Cabriolet 3,125 
‘se .75"' 

Speedster $3,485 
Speedster 3,485 
Phaeton 3,485 
Tour. Sp’ster 3,565 
Coupe R’dster 3,565 


Town Coupe 3,195 
Coupe , 3,485 
Victoria 3,485 
Brougham 3,565 
Sedan 3,565 
Sedan 3,640 
Custom Se’n 3,960 
Custom Se’n 4,075 
Custom Lim. 4.175 
**6.60"" 
Roadster $ 995 
Phaeton 995 
DeL. R’dster 1,095 
Roy. R’dster 1,195 
Cab. R’dster 1,195 
Roy. Cab. Rds. 1,295 
Coach 1,045 
2d. Sedan 1,145 
Royal Sedan 1,195 
4d. Sedan 1,245 
Royal Sedan 1,295 
Series ‘‘A’”’ 
Roadster $1,395 
Touring 1,195 
Cab. R’dster 1,595 
Sedan DeL. 1,395 
DeL. Sedan 4d 1,545 
“Light Six’ 
Touring $ 865 
Coupe 925 
Sedan 925 
Sedan 995 
DeL. Sedan 1,085 
Special Six’”’ 
Roadster $1,115 
Touring 1,135 
Roadster 1,225 
Cabriolet 1,290 
Business Cp. 1,165 
Sedan 2d. 1,215 
Sedan 1,315 
Spec. Sedan 1,485 
Caval. Sed. 1,695 


“Advanced Six’’ 
(121 in. -W. B.) 


Roadster $1,475 
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BODY STYLE PRICE 
Touring $1,340 
Sedan 2d. 1,425 
Sedan 1,525 
Spec. Sedan 1,695 
Coupe 1,775 
27 in. W. B.) 
Touring $1,490 
Sp. Touring 1,540 
Victoria 1,790 
Coupe 1,990 
Amb. Sed. 2,090 
Sedan 2,090 
4*6”" 
Touring $1,025 


Sp. R’dster 1,175 


Sp. Phaeton 1,095 


2d. Sedan 1,095 
Landau Cp 1,125 
4d. Sedan 1,195 


Landau-Se’n 1,295 


BILE ‘“‘30E” 


Sp. Touring $ 895 
DeL. Roadster 895 


Coupe 875 
Sedan 2d. 875 
Sp. Coupe 965 
Sedan 4d. 975 
Landau 1,075 


OVERLAND **(4) Whippet” 


Touring $ 625 
2- 4- -p Roadster 695 
Coupe 625 
Coach 625 
Sedan 725 
Landau 755 
(6) Whippet’”’ 
Touring $ 765 
Roadster 825 
Coupe : 795 
Coach 795 
Sedan 875 
Landau 925 
D #6"? 
Roadster $2,350 
Phaeton 2,250 
Sedan 2,250 
33 in. W. B.) 
Touring $2,785 
Coupe 2,685 
Sedan 2,785 
Club Sedan 2,725 
Sedan Lim. 2,885 
(136 in. W. B.) 
Runabout $3,850 
Phaeton 3,750 
Coupe 4,750 
Sedan 4,750 
43 in. W. B.) 
Touring $3,950 
Club Sedan 4,890 
Sedan 5,000 
Sedan Lim. 5,100 
*6.45"’ 
Touring $1,095 
Brougham 1,095 
Cab. R’dster 1,295 
Coupe 1,095 
Sedan 1,195 
* (125 in. W. ae 
Touring 1,655 
Cab Roadster 1,995 
Sedan 1,695 
Coupe 1,995 
Sedan 1,995 
Limousine 2,145 
” (115 In. W. B.) 
Roadster $1,495 
Brougham 1,395 
Landau Bro’m 1,395 
Sedan 1,495 
“8.85” 
Touring $2,295 
Sedan 2,355 
Sedan 2,655 
Cab R’dster 2,655 
Coupe 2,65 
Limousine 2,795 
**6.60"’ 
2600 2-4-p Roadster $1,295 


2-4-p Coupe R’dster 1,345 
Sedan 1.345 
. “6. 72” (126/72 in. W. B.) 


Coupe $2,295 
Sedan 2,395 
Yo in. W. B.) 

Sp. Rhondoter $2,195 
Phaeton 1,995 
Sedan 2,595 


Limousine 2,695 
DeL. Sedan 2,795 


DeL. Sedan ,995 
**§.80"" 

Phaeton $1,295 
Roadster 1,495 
Coupe 1,565 
Sedan 1,395 


Std. Sedan 1,595 
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BODY STYLE PRICE 


Sport Sedan $1,795 
DeL. Sedan 1,795 


**6.90"’ 

Phaeton $1,695 
Sport Rdster 1,695 
Coupe 1,725 
Sedan 1,895 
Sedan 1,895 


Landaulet - 1,995 


133Y2 in. W. 


p Roadster $2,995 
edan é 
Sedan 3,495 
Sedan 595 
Ber. Lim 3,795 

6 in. W. 
Coupe $2,795 
Sedan . 


F-ARROW **g0”" 


Runabout $2,495 
Phaeton 3,095 


Phaeton 2,895 
Brougham 2,495 
Coupe 3,100 
Coupe 3,200 


Std. Sedan 2,895 
Club Sedan 3,300 
Std. Sedan 3,350 


Club Sedan 
Landau 3,400 

Ene. Dr. Lim. 3,450 

(“usupe 3,250 


DeL. Sedan 3,895 


DeL. Sedan 3,995 
= Dr. Lim. 4 045 
Runabout $5,875 


Touring 5,875 
Touring 5,875 
Coupe 6,375 
Sedan 6,375 
Sedan 5,875 


Coupe Sedan _ ‘6,375 
Enclosed Lim. 5,875 
French Lim. 7,500 
Enc. Dr. Land. 6,000 
Sedan Landau 6,000 
Lim. Encl. 6,375 
Sedan 6,475 
Coupe 6,600 
Sedan Landau 6,600 
Encl. Landau’ 6,600 
French Lan. 8,000 


“Six” 

Roadster $ 775 
Coupe 775 
2d. Sedan 775 
Sport Cab. 835 


Landau Sedan 895 
DeL. Lan. Sed. 975 


‘sa 
Roadster $1,685 
Brougham a. 
Sport Coupe 1,625 
Sedan 1,845 
Victoria 1,845 


DeL. Sedan 1,995 


“Wolverine’’ 


Brougham $1,195 


**8.78"" 

Roadster $1,495 
Coupe 1,495 
Sedan 1,795 
**8.80’" 

Coupe $1,985 
Brougham 1,985 
Sedan 1,985 
**8.8R°" 

Tourer $2,495 
Sedan a 
Sedan 3,285 


ROLLS-ROYCE 
Manufacturers do not quote 


#44?’ 
Con. R’dster $ 550 
Touring 550 
Coupe 650 
Coach 675 
Sedan 4d. 765 

#46” 
Touring $ 725 
Sp. Roadster 885 
Cabriolet 915 
Coupe 795 
Coach 845 
Sedan 925 
Landau Sedan 975 
Sp. Coupe 975 


STEARNS-KNIGHT “F 6-85’’ 


— $3,250 

urin 3,250 
Cah Seu@ntes 3,55 
Coupe 3,450 
Cumhouh Sedan 3,350 
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BODY STYLE PRICE 


Std. Sedan $3,450 
Sedan 3,750 
Std. Sed. Lim. 3,700 
Cus. Sed. Lim. 3,700 
Sedan Lim. 3,950 


**G-B85’’ 

Roadster $3,950 
Touring 3, 
Cab. Roadster 4,550 
Coupe 4,550 
Sedan 4,650 
Sedan 4,750 
Limousine 4,850 
Sedan Lim. 4,950 


AKER “Std. Six’’ 


Du. Roadster $1,160 
Cus. Tourer 1,165 
Sport Roadster 1,195 
Du. Phaeton 1,195 
Cus. Tourer 1,245 
Country Club 1,295 
Coach 1,230 
Custom Sedan 1,335 
Cus. Victoria 1, 325 


‘Special Six’’ 


Coach $1,480 
Brougham 1,730 


x’? (120 in. W. 


B.) 
Du. Roadster 37. 530 
Sport Roadster 1,495 
Du. Phaeton tl, 445 
Club Coupe 1,480 
Com’der Coupe 1,545 
Com’der Coupe 1,645 
Com. Victoria 1, 575 
Com’der Sedan 1, ‘585 


27 in. W. 


8.) 
Du. Phaeton $1,845 
Tourer 1,84 

The President 2. 245 
Pres’t Lim. 2.4 495 


STUTZ “AA” (131 In. W. B.) 
2 


Speedster $3,150 


Speedster 3,160 
Brougham 3,196 
Sedan 3,196 


Vic. Coupe 3,175 
Coupe 3,1 
Landau Sed. 3,345 


45 in. 


Ww. B.) 
Tour. Bro’m $3,685 
soaem 3,685 
n Lim. 3,785 


Sed 
, Luxe” “131 in. W. B. 


Speedster $3,25 

Speedster 3,260 
Coupe 3,265 
Vict. Coupe 3,275 
Brougham 3,320 
Sedan 3,320 
Landau Sed. 3,470 


45 in. W. B.) 


Tour. Bro’m $3,835 
Sedan ,83 
Sed. Lim. 3,910 


AA Custom” 


Coupe $3,915 
Vict. Coupe 3,925 
Sedan 


2-4-p Cab. Coupe 3995 
“Spec. 60’’ 


Club Phaeton $1,450 
Coupe 1,585 
Spec. Sedan 1,585 
Royal Sedan i 1,635 


“Std. 50’’ 

2-4-p Roadster $1,165 
Coupe 1,165 
Sedan 1,165 

TE. CLAIRE ‘T6” 
Traveler $2,700 
Roadster 2,70 


Cab. Coupe 3,350 
Std. Sedan 3,150 
Sedan , 

Limousine 3,350 


WILLYS-KNIGHT ‘“66-A” 


in. W. 8B.) 
Roadster $1,850 
Touring 1,850 
2-4-p Cab. Coupe 1,995 
Foursome Sed. 2,095 
Sedan ,995 
(135 in. W. B.) 
Touring 2,495 
Sedan 2,850 
Limousine 2,950 
**70-.A’’ 
Touring $1,295 
Roadster . 
Coupe 1,29 


Coach 
Cab Coupe 1,495 
Sedan 1,496 
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MOTOR AGE 


























More people are buying 
Knight-engined cars 


The rapidly spreading popularity of Knight- 
engined cars is a natural trend toward better 
motor performance, longer life, freedom from 
carbon annoyance and mechanical trouble. 


More people are learning that the famous Falcon- 
Knight six-cylinder sleeve-valve engine introduces 
anew high standard of performance. They know 
that this engine can be relied upon to give the 
same uninterrupted performance for countless 
thousands of miles. 


Throughout the next five years demand for cars 
powered by this type of engine will continue to 
srow at a rapid rate. 


Falcon-Knight is the only six-cylinder Knight- 
engined car in the $1000 price group. 


FALCON MOTORS CORPORATION, +- DETROIT 


Falcon-Kunight 





























Motor Age 
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Lindbergh and Chamberlin 
add amazing and conclusive proof of 
air-cooled motor superiority 


N AVIATION the air-cooled motor 

stands alone—the one type of engine 
selected by air-men for its dependability, 
endurance and power. Lindbergh used the 
air-cooled type of motor in his famous 
trans-Atlantic flight Chamberlin in his 
record-distance flight —- Chamberlin and 
Acosta in their record-endurance flight — 
Byrd in his North Pole trip. The greatest 


engine tests the world has ever known. 


The air-cooled motor of the Franklin is 
naturally a tremendous sales stimulus. It 
gives to motorists the same advantages that 
these daring aviators had in their great 
flights. Franklin’s air-cooled motor and its 
fine quality throughout, give Franklin un- 


usual sales appeal among fine cars. 


FRAN KLIN AUTOMOBILE 


Air-(ooled 


FRANKLIN 


COMPANY, 





Successful dealers, looking ahead, seeing 
the condition of the automotive industry 
today and tomorrow, are confidently choos- 
ing Franklin as the logical fine car to com- 
plete their line. 


Franklin has always been a repeater — to- 
day it enjoys the greatest percentage of 
repeat buyers in the industry. Franklin 
dealers keep their customers, because of 
that renowned satisfaction which makes the 
Franklin Owner’s next car so generally an- 
other Franklin. 


The Franklin franchise is profitable—even 
in small towns. Write for the complete de- 
tails. Itis a profit-opportunity you cannot 
afford to overlook. 

NEW 


SYRACUSE, YorR K 












A MESSAGE 
from the 
three Graham brothers 











June 23, 1927 


More than a year ago we sold our entire holdings in Dodge Brothers, 
Inc. (manufacturers of motor cars) and Graham Brothers, Inc. 
(manufacturers of motor trucks) and severed our active and finan- 


MOTOR AGE 


cial connections with both organizations. 


On June 10th we acquired control of the Paige-Detroit Motor 
Car Company, assumed full responsibility for management and 
invested over four million dollars in the company, thus providing 


substantial additional working capital. 


Plant 


Product 


Sales 


Service 


The Paige-Detroit Plant is modern, well located, well equipped 
and with the addition of the Wayne Body Plant which we have 
just purchased providesmanufacturing facilities of a high order. 


Twelve months investigation among users of Paige cars gave 
us satisfactory reports as to the worthiness of this product. 
Our policy will be to continue the production of Paige six 
and eight cylinder models in their several price fields. The 
public expects motor car executives to keep abreast of the 
times and make their product constantly better. We shall 
earnestly strive to do so. 


We shall endeavor to protect the merchandising organization 
now existing and progressively advance its interest, keeping 
in mind that the owner of Paige cars is best served through 
dealers who have the fundamental three C’s — Character, 
Capability and Capital. By our business conduct we shall 
strive to make the Paige dealership a profitable enterprise 
for a substantial business man in every community. 


During twenty-five years of industrial accomplishment we 
found that to Sell well was to Serve well. We shall continue 
upon the simple belief that the foundation under a greater 
Paige-Detroit Motor Car Company should not consist of 
brick and mortar but of the confidence of the American 
public in our integrity and ability as manufacturers. 


We pledge ourselves to build that solid foundation for the 
future, step by step—stone by stone. 


Oo Frakams 
feauph Pras Gagne 
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This is Piston Pin 


New—different—more complete. We carry in stock piston pins in 


Service 


" - ° . af Sate ARERR Go os 
5 different oversizes for each standard size—ready to be shipped the same a page 
day your order arrives. The Thompson Ordering Code makes telegraph- et. 
ing easy. = 


Our Piston Rings are made of solid bar stock—triple heated—and 
machined to a perfect wearing surface within .0002 accuracy. 


If your jobber cannot give you the Thompson idea of service, get our 
140-page catalog containing full size blueprints of piston pins and a com- 
plete listing of pin sizes by car, truck and bus make, model and year. 
Explains the Thompson Telegraphic Code for easy ordering. 


THOMPSON PISTON PINS 
Defiance, Ohio 


THOMPSON 


Piston Pins 














The Thompson Plant is a modern 3-story 
factory completely equipped with modern 
automatic production machinery for the 
manufacture of Thompson Piston Pins. 
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You Need 


iat Profitable shop practice 
by 


1. TEST BENCHES, for Ignition, Start- 
ing and Lighting units 


. CONSTANT POTENTIAL charging 
equipment. o 
. LATHES for armature work. 


. COMMUTATOR, Lathe and Mica ; 
undercutters. wi th 
ARMATURE TESTERS. 

BEARING AND GEAR pullers. 


15:9, lee Weidenhoff Equipment 


. MAGNETIZERS. 
UTOMOTIVE electrical and battery authorities have 


nN 


OOBNIAMN > Ww 


BENCH GRINDERS. 


ee. 







T D Th endeavored to perfect shop practices to increase profits 
O O ese and capacity by the Flat Rate Method. 
1. Test lectrical lo d . ° ° ° 
ee ee eS The leading automotive publications have also featured Flat 
erator. | Rate operations and the benefits to be enjoyed by their 
+ Toding et eae. proper use 
, estin Starter. . 
1. Testing coils and condensers. : ; : 
1. Testing complete Distributor assem- Let us help you install the Flat Rate Method. It is highly 
2, Recharging Batteries, on a line—10 to profitable. Weidenhoff Shop Equipment does all battery and 
40 at a time. ) electrical jobs in a minimum of time, eliminating all un- 
4. Turning and undercutting commutator. . : : 
5. Check armatures for shorts and grounds necessary work by getting to the trouble on each job without 
6. Pulling all gears and bearings. : : : : : 
7 and 8. Checking Battery under actual a ae out the finished job quickly, and checking the 
car conditions, 
in Gitting tat tele, results before putting back in the car. | } 
—and scores of other operations called for Put your shop on an increased profit basis with the Flat Rate 
in properly servicing these important units ° ‘ 
of every car. —and Weidenhoff Equipment. 


Ask your jobber for illustrated bulletins and 
terms—or write for bulletins and name of our 
jobber near you. 









Shop Equipment 


ae and are Service 
4358 Roosevelt Road, Cilengp. Il. 


Jos. Weidenhoff, 4358 Roosevelt Rd., Chicago, Il. , 6-23-27 


For full particulars on Weidenhoff Products, write the name of the product and your name and 
address on this coupon: 
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Sold 
140 Carloads of coal— 

















FROM ALL KINDS OF BUSINESSES come 
reports of the use of long distance calls 
to get more accomplished, at less cost. 
Sometimes a task can be done in days 


1n 
hot weather 








IT WAS SWELTERING May weather in 
Omaha—a bad time, you might think, 
to sell coal. Yet a coal company 
manager and his assistant compiled a 
list of 200 dealers in Nebraska, lowa 
and Missouri who were good winter 


_ customers. Two men in three days 


made the calls, the charges approx- 
imating $200. They sold 140 carloads, 
$21,000 worth. Ordinarily it took 
three salesmen two months to cover 
this same territory. Never before in 
hot weather had sales run so high. 


by telephone that otherwise would take 
months. Business can be secured that 
otherwise would be lost. Salesmen and 
executives can conserve their productive 
time and so increase the good results of 
their work. 

Long Distance is as important to inter- 
community and inter-sectional business 









as the local telephone is to local affairs. 
How can any business concern reach its 
greatest development without a regular 
use of long distance calls? 

Anywhere is as close as your telephone. 
Is there some distant call that should be 
made now? You'll be surprised how little 
it will cost. . . . . . Number, please? 


BELL LONG DISTANCE SERVICE 
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. VEN the brawny service station boys who 
It 1S aS hard to change juggle cylinder blocks like bean bags find it a 


strength-trying, finger-smashing job to change some 


SOmeE “easy-to-change” wheels steel wheels or demount some “‘demountable”’ rims. 


< * But Budd-Michelin All-Steel Wheels can be 
as 1€ 1S to collect changed easily by anyone who has skill enough to 


use a socket wrench. No loose bolts to monkey with, 


66 99 : : . 
an Casy payment — but no series of holes to line up at the same time, no lugs 
to juggle. No rims to put on crooked. Simply put the 


pilot bar over one of the studs—lift the wheel with 
Ww hen Budd Says Casy the bar—and the wheel slips easily into place. Then 
put on the cap nuts and you’re done! 


Pee 
1t means easy! Compare this with other wheel mountings and 


you’ll realize that it is one good reason why the wise 
$¢°0 motorist prefers Budd-Michelins. 


BUDD . 


WHEEL COMPANY 
Detroit 


Budd Service Stations in all principal cities—parts 
and service for wheels of every type. 




















Slip pilot bar 
through top 
mounting hole and 
over top mounting 
stud. Lift up and 
wheel slides into 
place. 







Put on cap nuts 
and tighten with 
socket wrench— 
that’s all there is 
tochanging a Budd- 
Michelin! 


To put on a Budd- 
Michelin Wheel, set 
brakes and place 
wheel in position 
before the mount- 
ing studs. 
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Here are 
History-Making 


ST ROMBERG 
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COPT/4. BYROS FLICHT 
TO NORTH POLE ’ 
MAY 1926 
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Records: 


LINDBERGH 
May 1927 
New York to Paris 


CHAMBERLIN 


June 1927 
New York to Berlin 


CHAMBERLIN 
1927—51 hour non- 
stop endurance 


flight 


BYRD 
May 1926 
Circled North Pole 


In fact, practically all alti- 
tudes, speed, economy, and 
endurance records on land, 
air and water, were made 
with Stromberg equipped 
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ROMBERG MOT? IcAGO ILL. LIGHT NEW ¥ 

cre SaceAST ta Suc PLANE, TON Spe. Pua MAS User 
W . 4 

TY BERLIN CHAMBERL INDBERGH SAME AS = eCHT AND SAM 

TRUS PPTY ONE HOUR, NESE mu STROMEEG Noes OF ae | 
HI LL 

AS a ae POST IMPORTANT A PPRECTATE CO-OPERATION WE 

CARB EAR ERS. 

TEESE ECEIVED PROM STROMBERG ENGINE AERO CORP. 

HA 


And NOW—the STROMBERG Wonder 
Vis ad aa” Gas Carburetor eetauieiines 


Entirely new—nothing like it. Has all the excellent qual- 
ities of the aeroplane model. Positive starting and per- 
fect performance in either zero or summer weather. 


SPECIAL FEATURES 





Strains every particle of dirt and 
water from gasoline before it en- 
ters float chamber of carburetor. 


You see instantly whether or not 
gas is flowing freely. 


Easily drained and cleaned. 


Double venturi tubes to turbu- 
late gasoline and air twice before 
reaching manifold—thus supply- 
ing perfect combustion gas to 
cylinders. 


New independent 2 hole idling 


system operating separately from 
central carburetor. 


Special accelerating well provides 
extra shot of gasoline for quick 
get-away. 


New type of float mechanism so f 
accuratein construction thatleak- 
ing is well nigh impossible. 


Each carburetor built for a par- 


ticular make and model of car. 


Know more about this wonderful carburetor and other 
Stromberg automobile necessities. Write today for our 
new discounts and dealer co-operative plan. 


STROMBERG MOTOR DEVICES CO., 58-68 East 25th Street, Chicago 


Direct Factory Branches: 517 W. wm St., New York City 760 Commonwealth Avenue, Boston 84-86 Hancock Ave. W., Detroit 
1529 Laurel Ave., Minneapolis McGee St., Kansas City London, England, Chelsea, S. Ww. 10, Milman’s Street and Cheyne Walk 
































fo) at al 
me ee 
 andtTie ' 
f ~~ /s{ele| Bolts , ‘[T HERE'S an average of sixteen bolts 


| 
| 


% and eighteen bushings in every chassis, 
Cause ic a total of thirty-four of the fastest wearing 


TAR WYleje)e) parts in the car—thirty-four opportunities 
\' Y a for profit. Multiply thirty-four by the mil- 


| » PH \ ! lions of cars on the road and you can 
| Nere’s where the . W tlan 1 : picture for yourself the profit opportunities 
| Rot tothe < A in Chassis Bolt and Bushing renewal. 


Ports of Bearing 


Wear at Points j 
| fehl Bear a 
ie 


4 \ y i How these parts wear and why every 
. | wobbly wheel and every chassis rattle is 
evidence of wear and the need for Bolt 
and Bushing renewal is pictured at the left. 
+ Rod Bolts Wess fap You can make these wobbles and rattles 
~ ee pay you a profit by telling the car owner 
ee about his wobbly wheels which he can’t see but others can. 
Explain to him why they wobble, why worn Bolts and 
Bushings cause 95% of the rattles in his car, and you'll 
find your shop kept busy with Bolt and Bushing renewals, 
on which there is no “come-back” or complaint. 


To profit most you'll need the B/P Spring Bolt Jack and 

Bushing Tool, which cuts Spring Bolt installation in half. 
Then in fairness to both, the owner and 
yourself, renew with Blue Print Bolts and 
Bushings, which are made to the car man- 
ufacturers’ blue prints and are _ identical 
with original equipment in fit, quality and 
service. 


Spring Bolt Jack 
and Bushing Tool 


Above is shown these B/P Ask Your O 
Tools which cut Spring Bolt . J bber 
and Bushing installation time Chassis wear is your 
and labor in half. With them profit! Ask your 
in your shop you can get the ‘ 
Bolt and Bushing business at a on P — 
less cost to the owner and ang tne ue rint 
mere profit to yourself. Line. Also write us 
J/ for copies of “The 
Tale of a Bolt.’ 











The Fostoria Screw Co. 
306 Blue Print Ave., Fostoria, Ohio 
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Lindbergh has been called “Lucky” but he took only the 

necessary risks. He used every safeguard, not only to 

protect his life and plane, but to assure the success of his 
undertaking 


“Spirit of St. Louis,’’ sturdy 
monoplane, which carried 
Capt. Lindberghthrough fog, 
rainandsleettohis goal. 


— — 
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Map showing route 
taken by Capt. Chas. A. 
Lindbergh in his flight 


from New York toParis. 





For his epcch making flight, AC Spark Plugs 
were the deliberate choice of Capt. Charles A. 


Lindbergh. 


AC Spark Plugs were also used in the Bellanca 
plane pilcted by Bert Acosta and Clarence D. 
Chamberlin, which established a new world’s 
record for continuous flying of 51 hours, 11 
minutes and 25 seconds. 


Both of these flights were made with Wright 
“Whirlwind” engines. 


From the work done to meet the requirements 
of aviation, has come the development of such 
highly efficient units as AC Spark Plugs. The 
net result is the attainment of higher and still 
higher quality, from which the public gets a real 
and lasting benefit. 


AC’s are all made with the same insulation, the 
same quality of electrodes and embodythe same 
basic design as used by Capt. Lindbergh and 
other record breaking aviators, racing drivers 
and speed boat pilots. 


AC Spark Plug Company, FLINT, Michigan 


AC-SPHINX AC-TITAN 
Dirmingham Levallois-Perret 
ENGLAND FRANCE 
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Photograph © 1927 


The Wright *‘ Whirlwind” engine in 

Capt. Lindbergh’s plane, “‘Spirit of 

St. Louis,” showing AC Spark Plugs 
used on eboch making flight. 


Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 


AW SPARK PLUGS AW SPEEDOMETERS AW AIR CLEANERS AW OIL FILTERS 














There is an apparent discrepa 


The pages are either missing | 


The filming is recorded as the 





ancy at this point. 


or the pagination is incorrect. 


1e book is found in the collections. 
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when you stop Scrapping armatures 


DOLLAR to six dollars extra profit on A Fredericks Rewind is the equal-to-new core 
A every armature is worth going after! of a burned-out armature rewound exactly as 

And thousands of repairmen are getting the best new armatures are wound, — That 
Fredericks Rewinds lead all competition in 
sales clearly indicates the great confidence 
placed in them. 


this bonus because they don’t scrap burned-out 
armatures. “hey know the core is good forever. 
They know what it is worth. So they exchange 
the cores for Fredericks Rewinds ... ‘To manufacture a Fredericks Rewind requires 
more than fifty operations. Only skilled arma- 
You pay less for a Fredericks Rewind because ture men touch a Fredericks Rewind. Special 
vou are not buying an unnecessary new core. machines designed and patented by hee speed the 
— work. After each operation careful tests are 
made, eliminating all possibility of failure. In 
new armatures and in Fredericks Rewinds both 
ends of an armature are insulated—Plus value!! 
Operating on a large scale, Fredericks alone can 
aftord this quality at the low price. 


Make from one to six dollars on every armature! 
The coupon... Or just a line on your letter- 
head, will bring a complete price list and details. 
Act right now—H. M. Fredericks Company, 


Lock Haven, Pa. 





H. M. Fredericks Company 
Lock Haven, Pa. 


Please send me, free, complete details and prices 
on Fredericks Rewinds. 


ee 


FREDERICKS ee i 


Address.. 
Rewinds 
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The Willys-Overland line — from the Whippet to the Willys- 
Knight Great Six — covers 97% of today’s motor market. 













7 Whippet _ Class 

| Six 

: Class 446 

: ae 
18.8% 








B70 Willys-Knight / \ 







Class 
NE Great 
2.7% : 
Class 






11.2 % 


O77», —that'’s the 


- Market Coverage 


for good Business this year 


The dealer with a line of cars covering virtually every price class doesn't 
need to worry about what’s going to happen this year or next. He is pro- 
: tected against the menace of ‘market changes. It’s the ‘‘one-car”’ dealer 
. who should be concerned. The Willys-Overland franchise gives you 97% 
market coverage—a car for every buyer regardless of what he wants to 
pay. That’s why it’s a safe, sound franchise for you to consider carefully 
right now. Write for particulars. Sales Department, Willys-Overland, 
Inc., Toledo, Ohio. Willys-Overland Sales Co., Ltd., ‘Toronto, Canada. 


_ Witrys-O VERLAND 
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(SREATER PROTECTION 
Increased PROFIT Opportunities 


1927 


MOTOR 


AGE 


Two Vital advantages of the 
Willys-Qverland Franchise 


ILLYS-OVERLAND 

Engineering Leadership 
givés to the dealer exclusive 
selling features in every price 
class. 


The Whippet and Whippet 
Six —priced from 3625 to 
$9 25—are the lowest priced 
cars in their classes offering 
4-wheel brakes nationally. 
Other light cars can but follow 
their lead. 


The two brilliant Willys- 
Knight Sixes, the “70” and 
Great Six, from 31295 to 
$2950, have the patented 
Knight sleeve-valve engine 

which improves with use. 


Every year sees an impressive 
growth in the popularity and 
sales of these splendid cars. 


Thus the Willys- Overland | 


dealer benefits by 97% mar- 
ket coverage. Every purse and 
preference can be met. There 
is no overlapping of prices. 


Willys-Overland backs up 
dealers with liberal discounts, 
sound cooperation in mer- 
chandising: used cars, and a 
specificSales Plan tor the deal- 
er’s particular community. 
Over 1300 new dealers have 


been enrolled within the past 
few months. 


Write for particulars today. Sales Department, W illys-Overland, Inc. 
Toledo, Ohio. Willys- Overland Sales Co., Ltd., Toronto, Canada. . 





69 





kine Motor Cars~ 



















Do This: 


Detach cable lead from one spark plug, clip 
device into cable, and then attach Converter 
to plug. Start motor — place point (CUT) of 
tester on spark plug terminal. See the FLASH 
—compare it with the normal flash! 














With 
Converter 





MOTOR ACE 


Here’s a Simple and 
Convincing Demonstration 


of the 
LEPEL CONVERTER 


that can be made on any car! 


LEPEL IGNITION 
117 WEST 63rd STREET » NEW YORK CITY 














Without 
Converter 








Now: 


Remove tester — place it on another plug without 
the Converter. Note the difference in flash! 


* * * 


The comparison between the two effects shown 
gives you an eye-picture of the beneficial action of 
the Lepel Converter. The strong flash is due to 
utilizing the entire energy in a shower of initial sparks, 
giving a Hotter Spark—Sure Firing—Less Fouling 
—Easier Starting—Lower Idling Speed—Quicker 
Pick-up—Better Acceleration—Improved Ignition 
Performance! 


The Lepel Converter has nothing in common with 
the so called Spark Intensifier Gap. 


This Lepel Pocket Demonstrating Device is now 
available for all dealers. Get in touch with your 


jobber —_NOW ! 
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Has His “‘Friend in Need”’ 
The Right Size 
Wrench? 
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“p SEL your customer, it’s safer 

to have his own Williams’ 
Carbon Steel Wrenches. It doesn’t 
pay to wait until trouble overtakes 
him on the road and trust to a 
“Friend in need.” Because, no 
matter how obliging the other 
fellow is, he may not have the right 
size wrench, anyway. 








Outfit him completely with 
Williams’ Superior Drop - Forged 
kiams yj jMio ~~ "Wrenches or, better still, sell him 


sity for every 


motorist. SetNo. a Williams’ Auto Kit. Williams’ 


25 (below) has 


6 wrenches with Wrenches will be his best friends 


12 different open- 
3 2 diffe om 
my oon Mt x when the emergency comes. And 


nuts and cap screws 


a ae A a they net you a handsome profit 
right now. 


WILLIAM 


















Speed up your turnover 
with Williams’ display 
boards—free to dealers 
buying the wrenches 
they carry. Style D 
(above) covers all pop- 
ular U. S. and S.A.E. 
nuts and cap screws. 
Many other assortments 
—ask for literature. 








. > 


/2 USS 5/80 | 
S/I6 SAE . 


, a 
¥ _ 
id 





J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 
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Did You Enjoy This Copy? 








OU can get one like it every 
week for only $3.00 a year— 
an average cost of a little less 














than six cents each. 


Each and every man in the trade 


needs MOTOR AGE — needs the 





positive help it offers in the solution 
of daily problems and the valuable 
ideas it gathers for its readers. 


Your competitor reads MOTOR 
AGE, and you need to read it also 
if you want to keep up with the 
leaders of the automotive field. 





Here’s How MOTOR AGE Will Help You 





SERVICING wit show you how 


to make flat rates—How to sell Service— 
How to make customers permanent—How 
to organize a workshop—How to handle 
knotty problems—How to select Machinery 
—How to test electrical systems—How to 
make quick repairs—How to route shop 
work. 


HIRING —How to get the right men 
—How to train them — 
How to pay them—How to get their co- 
operation—How to keep them enthusiastic. 


BUYING —How to select an ac- 
cessory stock — How to 
judge merchandise—How to get a fast 
turnover—How to avoid dead items. 





SELLING —How other men do it 


—How to keep down 
overhead — How to advertise — How to 
make Salesmen produce — How to create 
a market—How to find prospects—How to 
make every sale pay—How to avoid losses 
—How to write letters that build business. 


AND THEN --.-- 


Whatever else you need to know to make 
your business run smoothly MOTOR AGE 
will tell you if you only ask—All personal 
inquiries receive personal attention from 
our editors. Every subscriber is encour- 
aged to come to us with his problems, 
whether mechanical, legal, architectural or 
financial. Try us, and we will give you 
“Service you will lke.” 








THE COUPON is here for your convenience. If you are already a subscriber, pass it 


on to some friend in the trade who is not. 


appreciate the favor. 


MOTOR AGE 
Chestnut and 56th Streets 
Philadelphia, Pa. 


When he starts getting MOTOR AGE he'll 


‘= ree a eee Semen S eeeattiiendl 5 eeeunionnal ———ae Sa enemeell — ae ee S ceemmmmedl —a a Scene —_—— ome Seen eT a  mmeseeenl — eel ———oa wom “ 





IMPORTANT-——-MOTOR AGE is published exclusively for 
the trade. Subscriptions are accepted only from those 
actively engaged in our field—so please don’t forget to 
include your business card or letter head with this order. 





Gentiemen: Enclosed find $3.00 to pay for a year’s subscription to MOTOR AGE, including all special issues 


published during the life of my subscription. 


Name 
Street and Number 


City 


Firm Name 


ereeeees 


NOTE: If you are already subscribing to MOTOR AGE, please hand this coupon to a 
¢ dealer who is not. He'll become a better competitor from reading MOTOR AGE. 
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VALVE FACE GRINDING MACHINE 
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No.650 Net price complete $160 


Patent 
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\ \ [ith its NEW roller chucking system —theSioux 

Valve Face Grinding Machine is now more firmly estab- 

} lished than ever as the most advanced and perfected machine ‘of its kind — new 

j standards of simplicity, accuracy and speed on valve work. When the chuck is 
tightened, the rollers, with their long firm gripping surface, automatically push the 

) valve stem back against the aligner. This assures a perfect alignment and accurate 
grinding of valve face in proper relation to the valve stem guide hole in the motor. 
’ 





Guaranteed accurate within .001. The floating rollers change position on 
every valve chucked —assuring long life. Capacity 5-16 to 41-64 inch inclusive. 
With Sioux equipment you can make valve servicing a source of big income. Its 
big time savings give you an extra margin on every job. You can also grind valves 
for other shops at a good profit. Investigate the Sioux before you buy. 


ALBERTSON ®& CO., «+: + + + Sioux City, lowa, U.S.A. 





aS 





2 - % = ° -B ca ¥ "> 
ea pe ® a aus 
' oe" Rs ies 


? ? 


ion. 


ive more 


INCORPORATED 
U.S.A. 


General Offices: Cleveland, Ohio, 
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motorcycles and 


speed boats. They know why they lead all 
high grade valves in replacement sales. 
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MOTOR Af 


final 
Factories: CLEVELAND and DETROIT 


less regrinding and g 


trucks, 
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Mechanics know why they are original 
Thompson Bolts measure up in every 
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power and performance to the man who 


way to Thomp 
THOMPSON 


cars, 
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KESTER SOLDER | 


for fuel. system repairs 


Less Time 


Each job done in less time, means 
more work finished each day. You 
can do it if you use Kester on every 
soldering job. It carries its own flux 
and requires only heat. 


Gas tanks, carburetor and vacuum 
tank floats, feed lines and all other 
fuel system parts can be soldered 
more quickly and substantially by 
using Kester Solder. 


Time saved means added profit — use 
Kester on either 1,5, 10 or 20 Ib. spools. 
The larger the spool the greater the 
saving. 


Handled by Jobbers Everywhere 


CHICAGO SOLDER 
COMPANY 


4203 Wrightwood Avenue 
CHICAGO, U.S. A. 

















Manufacturers Specify 
DUS-PRUF TRUNKS 





Our latest models include those for the 1927 
Hudson-Essex line and are selling fast. 


DUS-PRUF METAL TRUNKS combine 
beauty, durability, and utility. They are 
growing in popularity and leading manufac- 
turers are specifying All Metal Trunks. 


INCREASE YOUR PROFITS 


All Metal Trunks are in big demand right 
now. This is the touring season. Write 
today for special dealer proposition. 


Dus-Pruf Metal Trunk Co. 


414 W. Jefferson Avenue Detroit 




















Thess always - 


something new just 
at hand for the - 


regular reader of 


/oTOR AGE 
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For the Clutch Throw-out 
This B. C. A. Bearing 
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B. C. A. Thrust Bearings are the 
first choice of automotive engineers 
for the clutch throw-out assembly. 
Freedom from noise and long life 
are the reasons. 
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Years of research and experimen- 
tation have made this company “Ball 
Bearings Headquarters’. 
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Detroit, Michigan, Office 


Thrust Bearing 1012 Ford Bldg. 
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|THE BEARINGS COMPANY? AMERICA, | 
LANCASTER. PA 


SC on ; mr * that Pay a Profit 


un less power. Suitable for use with OUR auto laundry, painting department, even 
gas engine or line shaft. Many sizes. 


your “free air” outlets are all intended to 
Model H earn a profit, now or later. Make sure, there- 

Below. A complete motor driven unit, fore, that they are power . 
available in several sizes. Especially y P ed by Quincy Compressors. 


adapted to paint spraying. Quincy engineer-built units pay dividends by supply- 
Prices as low as ing uniform, dry, clean air when and where you 

1 40 : ; need it; by delivering economical, trouble-free serv- 

$ eo ice on a lifetime basis. Because they help you turn 


out better and quicker jobs, they build your reputa- 
tion for the future. 


Model B 


for complete units 


The Quincy Catalog, containing specifications of 
all models, will prove helpful to you when you plan 
the installation or replacement of any compressor 
equipment. Write for a copy today. 


QUINCY COMPRESSOR Co. 


219 Maine Street “ > Quincy, Ill. 
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TWO 
TON 


“ANTO 


With Sufety 
FRICTION BRAKE 


PAY FOR IT 
OUT OF 
EARNINGS 


When you pay 








,' 


l'sed by Ford, Dodge, Packard, White, et 


CANTON, OHIO 
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$125 for a CANTON ol 
get what will LAST FOR MANY YEARS 


Ratchet and paw! type $100—and cheap at 
that price 

The Safety Brake easily installed on new 
or old Cantons—$50 Meets all state safety 
codes Locks load at any point Load must 
he yvound down Ask about our Easy Pay- 
ments Write for 48-page catalog 


CANTON FOUNDRY & MACHINE CO. 





JMPLEX 
Piston Rings 


enable the small garage to recondition worn motors per- 
fectly without resizing cylinders and installing new pis- 
tons. Two Simplex rings to each cylinder positively stop 
oil pumping, piston slap and compression loss. Pressure 
lubrication, less friction, more power. 





Send for the Simplex Method of reconditioning motors 
without cylinder machinery, and make more money. 


The Simplex Piston Ring Co. 
of America, Inc. 
1971 East 66th St., Cleveland, Ohio 




















New DOVER RADIATOR FILLERS 


Speed Up Your Service 


Especially designed for 
garage, service station and 
fleet owner. Made of heavy 
steel, galvanized after mak- 
ing. Rust-proof and sturdy. 
Guaranteed not to leak. An 
absolute winter necessity. 
Capacity 3. gallons. List 
$2.80. 


Dover Stamping & Mfg. Co. 


385 Putnam Ave. 
Cambridge, Mass. 
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It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
be ready for the fellow who says he can’t 
keep his water-pump from leaking. 
All sizes in one can. Stocked with your 
Jobber. 
1 lb. can 
5 lb. can 


$1.75 per Ib. 
1.60 per lb. 











Manufactured by 


ee prevent tHE CONNEAUT PACKING COMPANY 
This! Conneaut Ohio 





Write Burton & Rogers Mfg. Co., 
Boston, Mass., for information 
on this efficient and economical 
line of chargers. 



































TRADE MARK REG. 
Gas Gauge for Ford 


Chevrolet—Overland—Star 
Sells quick at $1.25 retail. Types 
“K” and “J” for 1926 Chevrolets 
and all Stars sell at $1.50. 


THE AKRON-SELLE Co. 


AKRON, OHIO 











How to ux con Stel N Noe 


. AIR COMPRESSORS 
many pay jobs. « 



































Bigzicr 


MOTOR BETT UILT TRUNKS 


Motor Trunks, Racks and Equipment exclusively. All types and _ styles. 
Genuine Duco finish, or bright black. A money-making line. Write. 


BIGLER MANUFACTURING CO. 
CHIPPEWA FALLS High St. 





WISCONSIN 























Here Is Something to Sell! 


A piston ring, on the principle of a packing ring, that gives 
remarkable results in service, is used in thousands by auto 
mobile factory branches for replacement—and have a protit 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 


Canadian Distributors: Purser, Bull & Co., Ltd. 
Toronte, Canada. 














CELORON 


TIMING GEARS 


NON-METALLIC; ELIMINATE NOISE AND WEAR 
OF METAL-TO-METAL CONTACTS 


THE CELORON COMPANY, Bridgeport, Pa. 


Division of Diamond State Fibre 























“ORIGINAL 


BLUE 
SHEET’”’ 
COMPRESSED 
ASBESTOS 
SHEET 


PACKING 
For Use Where There is Heat! 
ADVANCE PACKING & SUPPLY COMPANY 
808 WASHINGTON BLVD., CHICAGO, ILL. 
__Pacifie Coast Distributors: Allied Industries, Inc., Los Angeles, San Francisco, Portiand, Seattle 





























TANADIATOR 


Damageproof against repeated boilings and freezings. Built to last the full 
lifes of the car. Complete radiators for Fords, Chevrolets, Dodges and 
Maxwells. Cores for all cars and TRUCKS. If not at your jobber’s, write 


direct. 
J. C. Black Mfg. Co., Inc., Oil City, Pa. 
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WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 








Sold most everywhere. If your dealer cannot supply you write us. 














Has led its field 


for eleven years! 
Easy Valve Action 


TIRE PUMP 























Biflex 


Cushion Bumpers <y 
y - eAmerica’s 
Most Beautiful 
Bumper 



























Simplicity 


REBORER AND GRINDER 
A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 
SIMPLICITY MANUFACTURING COMPANY 


Port Washington Wisconsin 




















BELLEVUE 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 
See our combination trunk, trunk carrier, spare tire 
carrier and bumperette. COMPLETE line for all 
cars. Write for prices and nearest jobber. 


THE BELLEVUE MFG. CO. Bellevue, Ohio 








WIRE OR WRITE US FOR NEW OR USED 


TIRES—PARTS—ACCESSORIES 


IF IT’S FOR AN AUTOMOBILE WE HAVE IT! 
SEE OUR NEXT DISPLAY IN MOTOR AGE 


STATE AUTO PARTS CORPORATION 
2011-13-15 S. State Street, Chicago, Il. 


























Portable Electric 


ot GRINDERS—POLISHERS 
Ask for Catalog 105 


The United States Electric Tool Co. Cincinnati, Ohio, U. S$. A. 
Oldest Builder. of Electric Drills and Grinders in the Worid 
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VESTA 


BATTERIES 


VESTA BATTERY CORPORATION 2100 Indiana Ave., Chicago, U. S. A, 
Central Distributors in 65 Leading Centers 


























WE MAKE 


RADIATOR CORE MACHINERY 


Write for Catalog and Prices 


RADIATOR ENGINEERING CO. 
FACTORIES BLDG. TOLEDO, OHIO 














Two New Features 


FAWSCO SOCKET WRENCHES 


Catalog 121 Shows 
FAWSCO WRENCH CoO., 27 Warren St., New York City 




















Orrville Spring Governors 
Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to install. Check the 
rebound and control the springs against ‘‘galloping’’. 
Ask for illustrated literature and discounts worth while. 


ORRVILLE SPRING GOVERNOR CO., INC. 
500 Brant Bidg. Canton, Ohio 








SHIP US YOUR 


STEWART—A.C.—NORTH EAST 
SPEEDOMETERS FOR REPAIR 


Catalogue of Parts and Repair Charges Sent 
upon request, WRITE! 


SPEEDOMETER SERVICE 


1919-21 Chateau St., N. S., Pittsburgh, Pa. 
WE ARE NO FURTHER THAN YOUR NEAREST 





























YPSY AUTO LIGHT 


Both products with easy sales—one for use by owners, one 
by shopmen. A good combination for profits. Write 


GLADE MANUFACTURING CO. 
209 S. State St. Chicago 


LADE SHOP LIGHT 















































MAIL BOX 
7 , 
HONE at your | 


Jobber’ 


Spring and Solid Pressure in one Hone 








PATENTS AND PAT. ATTORNEYS 
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C. L. PARKER 


Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 


McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 





CLASSIFIED ADVERTISING 





Classified Advertisements 
Can be Used to 
Good Advantage in 
This Space and Will 
Bring Results! 





CLASSIFIED ADVERTISING 
RATES 


Ten cents a word is the rate for all 
undisplayed advertisements set solid, 
regular want ad style; minimum 
charge $1 an insertion. All} capitals, 
12c a word; all capitals, leadéd, lSca 
word. Payable in advance. 




















Easy Ride Shock Absorbers 


Shock 
Absorbers 







's) 
Different 
Models 








Where 












































for 
They 
All Cars 
th Belong 
wl , 
as Under 
lilting 
Seat the 
Seats 
Seat 
For the Seat Legs 
All=- Car=-Shimmy 
i\ &. «Patented Feb 10 20 - ; 
we J 42-4 ___& A 
( a) 2S a =’ 
Se ee 
\ncat-Rantieritlvessahtiee< 2 
‘‘All Car’’ Shimmy and Anti-rattler 
18 Different Anti-rattlers 
‘“‘All Over the Car’’ 
Mfers. 
Universal Spring Co. 
Grand Rapids 51 Grand Ave. MICH. 











breplock 


BRAKE LINING 











The Only Lining With The 


‘Braking Surface Ground Smooth 














“Its Life Is Double—With Half The Trouble’’ 
UNITED STATES ASBESTOS CO. 


MOTOR 





New York Pittsburgh Chicago Detroit San Francisco 





MANHEIM, PA. | 




















Why Pay More For Less? 


Average Good 
Crane. . $110 


**A.C.E.”’ 3-ton 
Better Crane 78 


YOU SAVE . $ 32 


Wise buyers buy “ACE” Cranes 
and apply the saving to the pur- 
chase of some other needed 
equipment. How About You? 
Write for catalog of Grease-Racks, Portable Inclines, Steel 
Horses, Tire Racks, etc. 

Jobbers! It will pay you to write for the “A. C. E.”’ Proposition. 


AIR COMPRESSOR & EQUIPMENT CO. 
288 E. Genesee St., Buffalo, N. Y. 
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The Advertisers’ Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly 
No allowance will be made for errors or failure to insert. 
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“Dont Worry—It’s a Whitney” 


Nothing annoys a car owner more than 
having to come back to have a job done 
over. He expects it to be right the first 


time and “to stay put.” 


Replacements with “WHITNEY” Silent 
Timing Chains are permanent. 
large joint bearing area minimizes wear. 


High mileage is built into them. 


Cars can be run on flat tires or with a 
cylinder or two not firing — but try to 
drive one without a timing chain! That’s 
why it is so important to make replace- 


ments with chains built to last. 





SILENT 


Are a Permanent 
Replacement 


The Whitney Mfg. Co. 


Hartford, Conn. ff 
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A Net Profit on Every Sale 
and nearly 50% more sales! 


All signs now indicate that 1927 will be the most profitable year 
in all Gardner history for Gardner dealers. As this is being writ- 


ten, retail sales are nearly 50% heavier than those of the same 
period of 1926. Such a situation is the natural and inevitable re- 
sult of three things: 


ai1—The growing demand for motor cars of distinctive individuality 
and good taste! 


2—The increasing vogue for the Eight-in-line! 
3— The universal satisfaction of Gardner owners with their cars! 


These factors—plus Gardner’s policy of A Liberal Net Profit on Every Sale or 
Trade-in and the attractive finance plan available for dealers with the right 
set-up—are helping Gardner dealers make more sales—more friends—and 
more money. They’ll do the same for you! 


Within the past few months, 152 more dealers have seen these advantages and 
now appreciate Gardner’s liberal dealer policy. 


Write, wire or telephone for details of the Gardner dealer proposition, includ- 
ing a copy of our colored catalog which shows the latest custom-designed 
Gardner Eights-in-line, ranging in price from $1395 to $2495. 


THE GARDNER MOTOR COMPANY, Inc., ST. LOUIS, U.S. A. 


Builders of Eights-in-line Exclusively 


‘The 
FIGHT:IN«® LINE 
-THAT DISTINCTIVELY DIFFERENT MOTOR CAR 
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